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SEND US YOUR PLANS FOR A 
to 2500 square feet). 
QUOTATION WITH LIST OF 
ASK TO $ 


There’s more profit for you 
Homes go up faster! Homes ca 
prepared sites as th 
from truck... put under 
Versatile construction—dry wal 
. basement, slab or crawrspace>7; 
with or » wiliont attached garage ... hip or 
gabled roof —makes them easy to fit 
into any of your plans. 


BESTAOML) 


628 W. Lake 'St., Peoria, Illinois 
Phone 5-5284 
















to your specifica- ~~ 
tions, or you may 
choose from our 
plans for 2 and 3 
bedroom homes. 
Write, wire or 
phone for informa- 
tion on a BEST 
Home Dealership. 
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*In Illinois, Indiana, Iowa, Ohio, 
Missouri, Kansas, Nebraska, 
Wisconsin and Michigan. 
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as fundamental as 





electric outlets 
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Flectrie outlets — enough of them in the right places — are important 


considerations when you come to the wiring of a house. 
So are telephone outlets. 


By having outlets and telephone raceways built in 
during construction, you help protect the appearance of 
beautifully finished walls and woodwork. 





1 good house 


a silica Retiies It’s a good practice to make provision for concealed 
when it includes telephone wiring in every house you build. Your Bell Telephone 
aii ial Teed Company will be glad to help you work out the details. 
telephone raceways. Just call your nearest Business Office. 
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SEND US YOUR PLANS FOR ANY HOUSE (600 
to 2500 square feet). WE'LL FURNISH 
QUOTATION WITH LIST OF MATERIALS. OR 
ASK TO SEE OUR PLANS 


There’s more profit for you because BEST 
Homes go up faster! Homes can be erected on 
prepared sites as they are unloaded 

from truck . . . put under roof in first day! 
Versatile construction—dry wall or plaster wall 
... basement, slab or crawl space . . . 

with or without attached garage . . . hip or 
gabled roof —makes them easy to fit 

into any of your plans. 


BESTAOML) 


628 W. Lake'St., Peoria, Illinois 
Phone 5-5284 


*In Illinois, Indiana, Iowa, Ohio, 
Missouri, Kansas, Nebraska, 
Wisconsin and Michigan. 











DEALERSHIPS 


Sell BEST for bet- 
ter profits! We build 
to your specifica- 
tions, or you may 
choose from our 
plans for 2 and 3 
bedroom homes. 
Write, wire or 
phone for informa- 
tion on a BEST 
Home Dealership. 
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as fundamental as 


electric outlets 





Electric outlets — enough of them in the right places — are important 
considerations when you come to the wiring of a house. 


So are telephone outlets. 


By having outlets and telephone raceways built in 
during construction, you help protect the appearance of 


beautifully finished walls and woodwork. 
1 good house 


to diamine Deties It’s a good practice to make provision for concealed 

when it includes telephone wiring in every house you build. Your Bell Telephone 
conduit for Company will be glad to help you work out the details. 

telephone raceways. Just call your nearest Business Office. 
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What is the Building Outlook fer 53? 


1953 is slated to be another record-breaking year for home build- 
ing. Starts will equal and probably exceed the 1952 total. Construc 
tion costs will stabilize, materials will be plentiful. Conventional 
financing will ease up, but it will take an interest rate increase to 
attract money to VA and FHA paper. Home prices will hold, but 
there will be more building activitiy in the $15,000 class. Public 
housers face a rough road ahead. These are the results of a 30-city 
check among representative JoURNAL readers. 


Big question in most JOURNAL readers’ minds is how the change in 
administration will affect people’s buying habits, and hence the real 
estate market. Eighty-one percent don’t expect it to have any effect 
Yet 19% believe it will have an effect a good one. They believe 
people will be more optimistic, which will lower sales resistance. 


One thing is sure. The demand for shelter is gone for the most part. 
People want homes, but they’re shopping around. There will be an 
excellent market for those builders who know how to finance and 
merchandise as well as build. This year will put a profitable premium 
on the product and the merchandising of that product. 


Optimism on the part of builders is concrete — it is reflected in their 
increased building plans. They expect to build an average of 75.5 
homes during 1953. That's an increase of 11.5 houses over last year’s 
average starts per reader. Exactly 50° of them say there will be no 
change in building costs next year. Thirty-nine percent say there will 
be a slight increase and 11% believe costs will actually drop. The 
concensus, then, is that someone will be pulling back hard on the reins 
of inflation during 1953 


Perhaps this stabilized period is here already. E. H. Boeckh & Asso- 
ciates, building cost analysts, report that their November national 
average index of 20 major pricing areas held to the same level as 
previous months ... the first time in many months. They say that 
labor has milked dry the present round of wage increases. and that 
materials are holding firm 


Although JOURNAL readers say their building costs won't go up 
much if at all, they are planning to build more houses in the $15.000 
bracket this year, Average low is $14,230; average high $21,916. 


Regardless of builder's optimism and the election outcome, the level 
of home building this year, of course, depends a great deal on the 
availability of mortgage money. What do builders think is the financ 
ing outlook? Their answers are almost an even three way split - 
29% indicate the outlook in their area is good, 39% say it’s fair, and 
32%, says it’s poor, However, it’s difficult to categorize anybody's 
answer on the mortgage money situation it depends too much on 
whether you're talking about government-ba¢ ked 
tional mortgages. 


loans or conven 


E. A. McCarthy, Los Angeles, who built 158 homes in ‘52 and plans 
283 this year, says the outlook is fair for 4144.9 mortgages, but poor 
for 1%, mortgages. Please turn 


fo page oO 
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MENGEL 


\ Mahogas 


FLUSH DOO 


ADD $$$ TO HOUSE VALUES— 


YET COST LESS THAN MANY DOMESTIC woobps! 


\Jenuine African Mahogany is recognized 
everywhere as the King of Woods —is far 
more desirable than ordinary woods, 


Mengel Mahogany Flush Doors are built with 
faces of genuine African Mahogany, which 
automatically upgrades any building in which 
it is used. 


Yet you can buy Mengel Flush Doors, or Standardor 
Flush Doors, with faces of genuine African 
Mahogany, for fewer dollars than you'd pay for 
comparable doors of almost any domestic wood! 


The Mengel Company operates its own logging 
concession and mill in the best Mahogany sec- 
tion of Africa, and imports this King of Woods 
in tremendous volume. You get the savings! 


Equally important, Mengel and Standardor 
Flush Doors are built better, to give better 
service, Compare specifications, either in 
Sweet’s or at your dealer's, You'll be glad you 


investigated! 


Door Department 
THE MENGEL COMPANY 
Louisville, Kentucky 


January, 1953 








MORE HOUSE 
.. better Securit 


PREFABRICATION 


Building dollars go further in 
today’s market—buy more house 
—when builder and owner take 
advantage of the economies and 
efficiency of prefabrication. Well- 
designed, well-engineered, prefabri- 
cated homes provide an important 
extra margin of safety for long 
term investment—are filling a big- 
ger section in America’s home mort- 
gage portfolio. Write for free book, 
“Build Better, Build Sooner.” 





936 20th St. N.W. 











Vv BUILD SOONER 


Vv COMPLETE QUICKER 
V SELL FASTER 





PREFABRICATED HOME 


MANUFACTURERS’ 


INSTITUTE 


° Washington 6, D.C. 


January, 1953 
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Building Outlook 
(Continued trom page 4) 

Although it seems to be com 

monly accepted that the sources of 

% money are dried up, L. H. 
Vickers of Morehead City, North 
Carolina, says these loans will be 
easier. And he believes FHA and 
conventional loans will not change 
much if at all 

Francis B. Harvey of Wichita 
says the trend in his area is slight- 
ly more favorable. He urges that 
the GI discount from builders be 
cleaned up. He says, “Make it il 
legal for builders to discount paper, 
or agree on a maximum of 1% 
plus 1% from the veteran.” 

Floyd F. Kimbrough of Jackson, 
Mississippi. says, “Mortgage lend 
ing institutions are holding off, 
waiting to see if the interest rate is 
going to be increased, I don’t ex 
pect any interest rate increase be- 
fore mid-1953. However, money is 
piling up fast in the hands of some 
investors and it is likely that many 
who have been out of the market 
for several months have cleared 
their commitments, and are now 
willing and ready to talk for the 
commitments.” 

Somewhat akin to waving a red 
flag in front of a bull, we asked 
these representative readers what 
they thought the new administra 
tion would do about public hous- 
ing. Typical comment was that of 
Win Cooper. Port Huron, Michi- 
gan “Pressure for more will be 
off! There may be a cutback in 
the number of public starts pre 
sently allowed.” 

L.. John Moresi of St. Louis says 
the new administration should 
slow down the government's pub 
lic housing activities. But Neil Dud 
ley of West Springfield, Massachu 
setts, says he expects no prominent 
changes from the course which has 
been pursued by the Truman ad 
ministration. 

Wilbur B. Dunn of Jackson, 
Michigan, and Charles Aydelotte 
of Lubbock didn’t care to make a 
prediction but they both expressed 
the hope that “the new administra 
tion will look with a doubtful eye 
on further public housing.” 

Kimbrough says, “I believe the 
new administration is going to be 
more inclined to give free enter- 
prise the chance to work than the 
previous administration. If free 
enterprise will get in and do a 
good job, I believe there will be 
less public housing. If free enter- 
prise fails to function as it should, 
chances are the government will 
build houses for the underprivi- 
leged, needy people. 
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PRODUCT NEWS from AmErican-Standard 


{ review of products in the news and important features worth remembering 
A d tan) 
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RESTAL RECEPTOR BATH. Here is complete bathing convenience in AMERICAN-STANDARD KITCHEN CABINETS. The maker of the 
shower stall space. The 12” high Restal, with integral corner seat world’s finest cast iron kitchen sinks now offers a complete line of 
fits a finished compart ment approximately 36” x 38". In moderniza- all-steel kitchen cabinets 
tion, a closet or similar space often can be turned into an extra cabinets. Convertibility feature permits changing shelf and drawer 
bathroom with the Restal. It’s made of rigid cast iron with a thick arrangements to meet individual storage needs, Finished in smooth 
enamel coating in white and five colors white, baked enamel 





base, wall, utility and undersink 


-~ 


PAWNEE WINTER AIR CONDITIONER. ‘This gas fired horizontal type HEATRIM PANELS. Specifically designed for 
unit is a space-saver in small homes, can be installed in out-of-the water heating, these baseboard heating panels provide convected 
way places. In attic installations, in suspended installations or warmth throughout each room. The panels take the place of regular 
installed in the crawl space under a basementless house, the Pawnee wood baseboards, allow use of virtually all the 


illows complete freedom of duct layout. It can be used for perimeter can be installed free standing or recessed 
heating jobs, too. 


forced circulation hot 


floor area. Panels 
are ideal for use under 
picture windows 


American Radiator & Standard Sanitary Corporation 
Dept. NR-13 
Pittsburgh 30, Pa. 


Without obligation on my part, please send me your free 
literature on: 
[ ] Restal receptor bath [ | Kitchen cabinets 


American-Stardard nea cae ttseai 


Address 


American Radiator & Standard Sanitary Corporation, Dept. NR-13, Pittsburgh 30, Pa. 


AMERICAN-STANDARD + AMERICAN BLOWER + CHURCH SEATS & WALL THE + DETROIT CONTROLS + KEWANEE BOILERS + ROSS EXCHANGERS 
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Rent Control Surges Onward ple living in 6,175 controlled units got rents reduced 
an average of 24.3% during September by applying 
the comparability principle, and 5.500 others living 
in 1.031 units had rents cut because owners had re 
duced services. Yet, he says. during the same month 
increases were granted on 73.400 units to bring rental 
returns to owners up to a fair level. 


Like an Alaskan williwaw. the cold wind of rent 
control still blows from Capitol Hill, In seven days, 
from December 7 to 14, the Office of Rent Stabiliza 
tion extended rent controls in six more critical de 
fense housing areas, These areas were already pat 
tially controlled, but the new action shackles the en 
tire county in ea h area and takes in almost every NAHB Convention Attendance May Exceed 18,000 
type of construction including hotels and new build 
ing. ‘Total number of critical areas in which controls 
have been extended is 136 


From advance indications. NAHB officials expect 
a record attendance of more than 18.000 at their con 
veiition this month in Chicago. December advance 


Rent Chief Says ORS Benefits Both Landlord, Tenant '°#!*t'ttions were running 20% higher than last year 


' Key to the mounting interest is the large number of 
James Mcl. Henderson, rent director, says his of technical subjects that will be discussed, the major 


fice is carrying out its announced policy of knocking topic being residential air conditioning. A corps of 
down excessive “sore thumb” rents while at the same specialists will be brought to Chicago to discuss every 
time protec ting the landlord who has had to face big ag pect of the problem for builder delegates. More 
increases in costs. His records show that 20,000 peo Please turn to paze 38 
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7 Star Features Sell Homes Faster! 
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Smart builders know conven 
ience features will do more to 
sell a house than all the su 
perior grade cement and lum 
ber in the world! 

They have learned to start 
with the kitchen—to make it 
a center of convenience and 
attraction that will kindle the 
“let's buy it dear” light in a 
woman's eyes. That's why 
they prefer American Kitch 
ens, built with all the features 
a woman wants! 


INCLUDE THE ROTO-TRAY DISHWASHER 

The one appliance proved to 

ee 

. . Here’s real house-selling magic 
the sensational new Amer 

! . 7" 
COMPARE! 7 STAR FEATURES ican Kite hens Roto | ray 
Dishwasher, really work-free, 
that does dishes 3 times 
cleaner than by hand. See 
how itand American Kitchens 
One-piece tops of lifetime can sell your houses faster! 
vinyl—no seams to catch dirt 





xr Easy to clean—smooth sur- 
faces with no dirt-catching 
handles 


Giant storage space 
The most modern, efficient 
dishwasher on the market 
tr Handy pantry—uses every 
inch of corner space 
xr Rounded, one-piece drawers 
clean as easily as wiping out 


~~ “ 





a bowl i 
Convenience features—like Hw. 
the step-saving exclusive A 
Serv-Cart t 
oor rte A 
Gunnison Homes use American Kitchens exclusively o 


AMERICAN KITCHENS DIVISION 4! CO  CONNERSVILLE, INDIANA 
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F. L. Ralston, President of Ralston Realtor, Inc., 
Sheridan, Wyoming, founded his company in 1935. He 
is president of the Sheridan County Real Estate Board, 
past president of Kiwanis and the Sheridan Chamber 
of Commerce, and is now serving as a member of the 
41st Wyoming Legislature. In addition to real estate, 
the company enjoys an extensive fire and casualty insur- 
ance business and a stock and bond brokerage business. 


“Perfect Home Magazine is the most effective medium for building goodwill we 
have ever used,” 


Says Wyoming Realtor 


have found Perrecr Home Magazine to be the most effective 

medium for building goodwill and customer relations that we 
have ever used,” says F. L. Ralston of Ralston Realtor, Inc., Sheridan, 
Wyoming. 

“People come in and ask to be placed on our Perrect HOME mailing 
list. The ideas in home construction, decorating, and furnishing are 
of great interest and we find that readers save and hoard their copies 
of Perrect HoMe. 

“We are certainly happy to be sponsors of this magazine in this area.” 

Mr. Ralston, along with executives of other leading real estate, home 
building, and home financing organizations, realizes that goodwill 
must be developed carefully and continuously. Families usually buy 
one or two homes in a lifetime, and they want to be sure that the firm 
with which they deal merits and enjoys the highest public confidence. 

This background-selling, this business-building phase of operating a 
real estate office is vital to success. 

Perrect Home is designed to perform this task. It makes friends, 
builds prestige, develops third party influence. 

Through the Perrect Home Plan, the cost of sponsoring and co- 
sponsoring this program is nominal. Editorial preparation, art and 
engraving costs are shared among its users throughout the nation. 

Local 4 ey and mailing costs are spread among the selected, 
reliable building factors who are invited into the program and who 
gain in prestige and good will from its use. 

A limited number of exclusive, annua’ renewable franchises are os SU PERFECT 
available to real estate, home building, or home financing organiza- , ‘ j a a 
tions of unimpeachable reputation. If you are interested, address your x | HOWE 
inquiry to iis . 


* 


STAMATS PUBLISHING COMPANY 


ALNT 
Rast 


CEDAR RAPIDS, IOWA 
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DOORS 





T. M. REGISTERED 


the doorwey- te trouble- free service 


Here's 
the interlocking, 


EEE 


ventilated all wood core that provides 
unduplicated strength and stability 


On the surface, flush hollow core doors may look much 
alike, but it’s what’s bencath the face that determines the 
service and satisfaction that you can expect. Here’s where 
the superiority of Paine Rezo doors is most pronounced; 
for nowhere else will you find equal dimensional stability, 
nor such lightness in weight combined with great struc- 
tural strength. 

For these reasons architects and contractors everywhere 
have installed more than five million Paine Rezo doors in 


PALVE LUMBER C0. 


buildings of every type. No other hollow core door has been 

so widely endorsed, so thoroughly time-proved. Remember, 

when you decide on Paine Rezo doors, you specify a door 

that not only looks good, but is good all the way through. 
Write for an illustrated data bulletin. 


1953 is the 
PAINE 





Fe 


(Addddddad 
BSABABVABVas 


- Wisconsin : 
A Centennial Year 
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SHOW 
YOUR WAY 
TO SALES 





Know how attract prospects / 
Show them your product. That's 
difficult in the real estate business, 
but you can do it with an eye-catch- 
ing photograph, easily-readable in- 
formation both mounted on the 
attractive background of an Acme 
Bulletin Board. We have a variety 
of appealing styles with oak, wal- 
nut, mahogany, or aluminum frames 
in sizes from 16° x 20" to 58” x 20°. 
Write today for our illustrated 
folder. 


Cue 
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BULLETIN COMPANY| 


37 EAST 12TH STREET, 





NEW YORK 3, NEW YORK 











12 





































































































OFFER CONSTANT IMPROVEMENT IN A CONVENTIONAL 


HOME FACTORY ASSEMBLED 


Always New Design, Always new 
features Pollman Homes are new 
for today New For Tomorrow 


y 


THYVER 


MANUFACTURING CORP. 
TOLEDO, OHIO 
JACKSON, MISS. 


2857 Weyne Street 
418) £. Peorl Street 


January, 1953 














ABOUT THE AUTHORS 


SIDE from keeping his family of four happy, handling all 
YS phases of real estate, and keeping speaking dates around the 
Karl to 
JOURNAL’s 


found time become of 


the 
contributing 
month, Peck, 


has 


Tec kemever 


country, one 
popular 
This 
as he is known 
by his many friends im the in 
let’s go one of the 
biggest stumbling blocks in real 
the sale. He 
this knee 
easiel his 


most 
editors 


dustry, on 
closing 
to 


episode 


estate 
tells 
shaking 


how make 
in 
article on page 20 

That “Teck” well-quali 
fied for his contributing editor’s 
post on the JoURNAL 1s proved 
by his 30 of experience 
in property management, brok 
erage, and appraising. And in 
his spare time since he graduat 


1s 


years 





ed with an LL. B. degree from 

Indiana University back in 

Earl Teckemeyer 1926, Teck has given more 

than 250 talks in cities around 

the country, lectured on real estate and economics at four 


large universities, and served in important offices in local, state, 
and national real estate associations. Now 47, he is secretary 
of Schmid and Smith, Inc., realtors of Indianapolis. 
and in addition to everything else, handles appraisals for 25 
companies. This is his thirtieth article for the Jounnatr 


treasure! 


7OU can look for many timely tax tips from the typewriter 
of FE. H. Welter, new tax editor for the JournaL. Each month 

in “Tax Facts” Welter draws on his 32 years of experience 
in accounting for the benefit 

of JournNnat readers. Aside from 

his duties as a Kansas City 

CPA, Welter follows his hobby 

of helping small businessmen 


get more valwe from accounting 
and short-cut office systems 

A member of the Missouri 
Society of CPA’s and the Amer 
ican Institute of Accountants 
Welter savs the most valuable 
part of his experience was the 
first ten vears in which he was 


comptroller for a large realty 
and investment company. He 
spent the next 13 years as a 
traveling auditor for an oil 
company and the next nine as 
a public accountant. The last 


five of those nine years Welter 
has been in for him 
issue carries his second installment of “Tax Facts.” 


E. H. Welter 
This 


business 


self 











HEN he isn’t dreaming of salt water fishing in the Florida 
Keys or pounding the turf with his registered Palomino, 
Jack Stark is selling real estate or writing articles as a con 
for the Jour 
in New York City, 
his yen for salt water 
when he moved to 
the age of 12 His 
career began in 
Williamsport, Pennsylvania, in 
1935. After work 
he returned to Florida to write 
for the Miami Herald. During 
the war Jack did publicity and 
work for aircraft 
panies and airlines 

Real estate captured his in 
terest in 1947 via the J. ¢ 
Nichols Company of Kansas 
City, where he spent six years 
public relations director 
lack left the company last year 
to spend full time doing free 
lance writing and _ has 
H. Cameron Company, Kansas City, selling 
estate part time and writing part time 


tributing editor 
NAL. Born 
Jack got 
and horses 
Miami at 
newspaper 


a summer ’s 


news com 


as 


Jack Stark 


since 


joined J real 


AND BuILDING JOURNAL 
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MIAN who say too many real estate salesmen spin their 
wheels, Jack H. McIntosh is a stickler for sales shortcuts 
He describe s some of his trade secrets in Ten W ays to Quicker 
Sales” appearing in this issue 

After he graduated from Dart 

mouth in 1938 McIntosh joined 

H. F. Philipsborn and Com 

pany in Chicago in real estate 

management, appraisals, and 

mortgages, but the war soon 

interrupted his career. He spent 

four vears as a lheutenant in 

the U. S. Navy, then teamed 

up with Ralph L. Heinsimer 

to form Heinsimer & MclIn 

tosh, Realtors, specialists in 

sales, management, insurance, 

appraisals, and mortgages. Jack 

s a member of NAREB, the 

Chicago Real Estate Board, 

Society of Residential Apprais 

ers, and the Chicago South 

Jack H. McIntosh Side Renting Men’s Associa 


tion 


\ HAT’S happening to ground floor rentals? A man in close 
contact with the problem says demand for ground floor 
space is falling off. gross sales are dropping, tenants want 
rental cuts. And the percent 
age lease tosses the problem 
right in the landlord's lap 
George J. Beggs, vice-presi 
dent of Norris, Beggs & Simp 
son, West Coast spec ialists an 
property management, real es 
tate and mortgage loans, points 
out these trends in a feature ar 


ticle in this issue. Aside from | 


his executive duties, Beggs has 
served as president of the Port 
land Association of Building 
Owners and Managers’ and 
vice-president of the National 
Association of Building Owners 
and Managers and is a popular 
speaker 


George J. Beggs 


"PHI important thing is to earn the respect of the seller. 
whether you get the exclusive or not.’ says Donald -F 
Moore in “Is the Bloom Off the Boom?” appearing in this 
issue Moore Says if you give 
sellers an honest approach to 
pricing their houses, you'll be 
around come boom or depres 
sion Moore got his first ex 
perience selling real estate 
While studying at the Univer 
sity of Chicago. That was 26 
vears ago. In the meantime. 
he has formed his own com 
pany. Donald F. Moore, Incor 
porated, and has become a lead 
er in the industry. A past presi 
dent of the Chicago Real Estate 
Board, he is a member of 
NARI B's Joard of Gsovernors 
IREM and AIREA 


Donald F. Moore 


pennies for parkers 
Q's years ago the city of Whittier. California, in 
b 


stalled parking meters in the downtown business 
district. At the same time Swain-Nanney Realty 
Company started giving away pennies. These pennies 
are placed in a small fish bowl, which is prominently 
displayed on the counter near the office door. Motor 
ists needing change are invited to help themselves 
without even a hint that they should put in a nickel 
to make up for the comms taken 
Company officers sav it brings them new business 
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LONG 
TERM 
LEASE 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 


world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil- 


ity and outstanding security 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 
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ANNOUNCING twe ) 


New 
KEY LOKBOX 


BANISH KEY PROBLEMS FOREVER 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 


Permits 50% more time for actual Selling, Showing and Listing 
of Properties 


@ Only one key needed to every listing in any co- 
operative group whether there be 10 or 10,000 

@ Eliminates going after and returning key to listing 
office 


@ Eliminates duplicate keys and key boards 


ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc 


Perfect for any listing whether Furnished, Occupied, or Vacant. 
Non-duplicating keys PATENT PENDING 
furnished 

Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


Made of Durable 
Stainless Steel 


FOR FURTHER INFORMATION 


EXCLUSIVE DISTRIBUTOR 


MOORLEE DISPLAY ADVERTISING 


239 No Robertson Blvd R H 
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Could you offer such features 


in an 78,950 home? 


WINDOW WALL 














BUILT-IN 
WARDROBE 


Me 


ih 


PASS-THRU 





You can, if you build P&H Homes 


Build P & H Homes, and you offer these luxury features and top Start your own building boom 

quality construction for as little as $8,950— practically anywhere. this year with P & H Homes. 

Send for details today. . . . Or 

learn about the P & H Builder 

Profit Plan at the NAHB Show, 

bone. So you'll profit more, too. P & H Booth No. 13, Hilton Hotel, 
To Help You Sell—P & H Homes are nationally advertised in Chicago. 


No question you'll sell more homes. And, with the P & H near- 


complete prefab home package, your site costs are shaved to the 


Better Homes & Gardens, Living for Young Homemakers and 
Household. 


Pe H HOMES DIVISION OF HARNISCHFEGER CORPORATION (5) 


31 Spring Street, Port Washington, Wis. 


Dieser ENGINES POWEE SHOVELS PRE FABEICATED MOmES ELECTANC HOISTS SOM Stasi TERS WELOING EQUIPMENT OVERMEAD CRANES 
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SEEDS OF THE GRAPEVINE Ss cece ecccecceseceeeseccccssseees 


T WAS just a small complaint about something that happened 

all the time in new houses, And the builder told her so over the 
phone. Yes, he’d have someone stop by in a few days and see about 
it. Goodbye. He wished these people would stop calling about such 
little things. Now to get back to the ad he was preparing for to 
morrow’s paper. 

On the other end of the line, a new home buyer slammed the 
phone back in its cradle. Maybe that crack in the plaster didn't 
amount to anything. Perhaps that sort of thing happened in all 
new houses. But it looked awfully big. The least the builder could 
do was to have someone take a look at it. After all, this was the 
biggest purchase she and her husband had ever made 

That’s about all there is to it. Just a little complaint a little 
ill feeling. It doesn’t amount to much. It happens to every realtor 
and builder, in one way or another. But it doesn’t end there. Next 
day. the new home buyer tells her bridge club. This builder cet 
tainly doesn’t take care of his buyers. He’s done nothing about 
that big plaster crack 

That's all it takes. The girls in the bridge club tell their friends 
and husbands. Before you know it, the story is that this builder's 
houses are falling apart 

An exaggerated story? Not in the least. That sort of thing hap 
pens every day in every type of business. But perhaps it’s more 
predominant in the real estate business because of the very nature 
of our product. After all. a home is usually a family’s biggest put 
chase. A lot of thought goes into the buying of it. And when the 
move is finally made. the buvers expect things to be right. [It isn’t 
like buying a loaf of bread, discovering it’s stale, and throwing it 
out because 20¢ doesn’t mean much. 

And this sort of thing doesn’t confine itself to cracks in the 
plaster. Every real estate and building company is confronted with 
a myriad of requests, complaints, appeals. inquiries, and other 
time-consuming details from prospects, clients, or just passers-by 
What is important is how many of us recognize what these “little 
things” can do to us . or for us. From our travels around the 
country, we'd say “too few.’ 

The most prized possession of any realtor or builder is reputa 
tion. Every day we're planting the seeds of that reputation in 
the way our receptionist answers the telephone, in our extra effort 
to help those apartment-hunters, in our immediate attention to 
that complaint about the heating system, in our salesman’s call 

Editorial Director back to see how Mr. and Mrs. Jones are getting along in the house 
Raew MH. Cements they bought last week. All these things the 64 minor details we 
handle this morning, the 45 we will see to this afternoon are 
Editor and Business Manager building reputation and future business 

Bos Fawcert It’s so simple. Yet how few recognize it and do something about it 
Remember that fellow who came in this morning to buy a home? 
Managing Edito» Did he choose you because of what you said about yourself in the 
Rocer C. Lakey newspaper? Or did he learn about you from his friend down the 
street and the banker and the boss? And what made them recom 
mend you? Was it because the local grapevine had slowly spread 
the word that you were sincere, honest, capable, and enjoyed the 
complete confidence of your community? And what made them 
believe that? It was the little things you did and the minor deci 

Tax Editor: B. H. Welter sions you made yesterday and last year and five years ago 

As we look ahead into the more competitive market of 1954 
this grapevine will be mere important than ever. We'll be planting 

Paced: Utes the seeds every day in a variety of ways. Whether or not the 
karl B. Teckemeyer, Jack Stark grapevine bears fruit or slowly overruns your business depends on 
how painstakingly you've planted the seeds 
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LAND SCARCITY PUTS PREMIUM ON 


An Exclusive Journal Survey Among Leading Land Developers Shows: 


TT I. rush of home buyers out of 
cities into the suburbs and the 
record-breaking building pace of 
the past few years is fast ~~ 
ing the nation’s supply of land 
suitable for subdivisions. 

In a cross-country JoURNAL sur 
vey among leading real estate de 
velopers, the supply of land usable 
for projects of Gow is described 
by such remarks as “practically 
extinct” in San Francisco to “very 
little’ in Gainesville, Florida. Most 
of the developers queried answered 
that there is “very little land avail 
able.” Only in scattered areas, par 
ticularly in the South, does the 
land supply appear to be a secon 
dary problem. 

The cause of this shortage, de 
velopers point out, is that cities 
have failed to keep pace with home 
building. Most land that is suitable 
for subdividing from a_ location 
and topographical standpoint lacks 
sanitary sewer and water facili 
ties. And houses have mushroomed 
over the countryside to such an 
extent that it is becoming extreme 
ly difficult to find tracts of an eco 
nomical size to develop. 

Albert Balch, Seattle, explains 
the problem this way: “The sup 
ply of suitable land for subdivi 
sions in the Seattle area is now 
woefully inadequate for even the 
immediate growth of our city. The 
close-in land is very expensive and 
even then is rough, irregular, and 
either high above or below street 
grade, requiring high land devel 
opment cost. Like other cities, the 
old pioneers, of which our real 
estate company is one, subdivided 
land beginning in 1888 in all di 
rections. Now it is extremely diffi 
cult to obtain as much as 20 acres 
of land in a large piece. Most of 
the land was subdivided years ago 
in lots and one-half or one-acre 
tracts. The cost of land is so high 
that builders have subdivided land 
and built homes in Snohomish 
county which is 18 miles from the 
center of Seattle.” 

O. G. (Bill) Powell of Des 
Moines, says, “There's a critical 
shortage of suitable land here. We 
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¥% Land suitable for subdivisions is extremely limited in most areas 


* Unimproved land prices average $1,000 to $1,500 per acre, up 


40-60% over five years ago 


*& To select best tract, you should analyze topography, proximity 
to schools, transportation, shopping, utilities 


*& Distance to schools, shopping, recreation should be less in 
projects of lower-priced homes 


%& Forty acres is most economical size tract to develop, depending 


on size of operation, financing 


*& Cost of land should be figured on five factors: raw land, plan- 
ning, improvements, utilities, financing 


*%& Price of finished lot should not amount to more than 20% of 


house price 


*& Gently rolling land with grade of at least 30% is best for drain- 
y g g 


age, salability 


*& Most cities require developer to install sewage, water lines 


& If city sewage is not available, 2°; should be added to cost for 


septic tanks 


*& Most developers are installing streets of three inches macadam 
over six inches of crushed rocks 


do have sizeable areas that would 
be suitable for development as soon 
as necessary sewer facilities can be 
made available, which would be 
some time in the future.” 

Reporting from Buffalo, New 
York, William H. Pearce of Pearce 
& Pearce, says, “Land is becoming 
more and more of a problem here. 
It’s due to increasing difficulties in 
locating tracts where water and 
proper sewage facilities are avail 
able or can be installed at reason 
able cost.” 

Going hand in hand with the 
land scarcity are spiraling costs. 
When asked how unimproved land 
prices today compare with five 
years ago, figures ran from an in 
crease of 10% to 150%. Most de 
velopers agree that prices are up 
from 40% to 60% over five years 
ago. And when compared with 
land prices ten years ago, the fig 
ures are even more staggering. 
“Up 300% over 1943,” reported 
one builder. But the average up- 


swing for the ten years is about 
150%. 

Many factors enter into the cost 
of unimproved land, of course - 
proximity to utilities, primary 
roads, city, services, and the topo 
graphy of the land itself. Never- 
theless, it is interesting to note that 
in Houston, one of the very few 
cities where the land supply is 
called “plentiful,” the price per 
acre is reported by S. Alex Su 
sholtz of Brace & Carruth, as start 
ing at about $600 and running to 
$4,000 per acre. That’s an increase 
of 40% over the past five years. 
Most areas are seeing a per-acre 
price of from $1,000 to $1.500 and 
up, depending again on location. 
topography, and utilities. 

One thing is sure. The land 
scarcity and price increase is go 
ing to put more emphasis on de- 
velopment practices. Developers 
agree that subdividing land in the 
days ahead is going to require more 
than a normal amount of ingenu- 
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DEVELOPMENT METHODS 


ity and a well-stocked pocketbook. 

To answer some of the most 
common land development ques- 
tions and problems, JouRNAL edi- 
tors asked their “panel of experts” 
to tell the methods and techniques 
that work best for them. Following 
are their answers: 


What size tract do you believe 
is the most economical to de- 
velop at one time? 


Robert P. Gerholz, Flint, Michi- 
gan: “Forty acres is most econo 
mical and a maximum in our area. 
This is predicated on normal 
growth factors. Land development 
costs about $300 an acre.” 

Blackfield: “In order to have a 
good operation the size of the tract 
should consist of not less than 100 
homes at a time. Our average cost 
is reached when we exceed 300 or 
400 homes in a tract. In other 
words, houses from 1 to 100 cost 
more to produce than houses from 
300 to 400.” 

Clinton R. Schattgren, St. Louis: 
“The size of the most economical 
tract depends on available capital 
or financing arrangements, size of 
builder's operation per year, sewer 
facilities, price of homes. I don’t 
believe you should tie yourself up 
for more than three years unless 
you have unlimited capital to hold 
on and wait.” 


Walter K. Durham. Philadel 
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PRACTICALLY EXTINCT 


FAIRLY ADEQUATE 
oO 


Very LiTtis 


SUPPLY 


By BOB FAWCETT, Editor 


phia: “I've found from experience 
that 25 to 50 acres is the most eco 
nomical.” 


What are the principal things 
you look for in determining the 
value of a tract as a project site? 


William Blackfield, San Fran 
cisco: “We look for these things 
to determine the value — proximi 
ty of schools. transportation, shop 
ping facilities, utilities, sewers, 
water, and the contour of the 
ground.” 

Judson Bradway. Detroit: 
“Availability of good drainage, 
sewage disposal, adequate water 
supply, and schools within walk 
ing distance or bus pick-up; en 
vironment; sufficient distance from 
objectionable influence.” 

Balch: “I look for the value of 
the tract and neighborhood as far 
as acceptance, its appeal because 
of beauty, view, freedom of soot 
and smoke. A tract is advantage 
ous if it’s in the line of city growth 
and not too distant from water, 
sewers, electricity, telephones, and 
transportation.” 


As far as location of the site is 
concerned, how far do you be- 
lieve it should be from schools, 
shopping, and recreation? 


Powell: “This depends a great 
deal upon the price bracket. If the 
project is for higher-priced homes, 


> useneveD _ unre 
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Participants: 


William Blackfield, San Francisco, 


California 
Robert P. Gerholz, Flint, Michigan 
John C. Taylor, Kansas City, Missouri 
Judson Bradway, Detroit, Michigan 
Earl W. Smith, El Cerrito, California 
O. G. (Bill) Powell, Des Moines, lowa 
Albert Balch, Seattle, Washington 
W. H. Smythe, Jr., Memphis, Tennessee 


Clinton R. Schattgren, St. Louis, 


Missouri 


Jerry Silverstein, New London, 


Connecticut 
Alex Susholtz, Houston, Texas 
C. D. Robbins, Kokomo, Indiana 


Walter K. Durham, Philadelphia, 


Pennsylvania 
G. G. Kirkpatrick, Gainesville, Florida 
William H. Pearce, Buffalo, New York 
Burl Johnson, Tulsa, Oklahoma 


Jimmie Taylor, Fort Smith, Arkansas 
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you can plan for two or three cars 
per family, so distance is not as 
important as in lower-priced pro 
jects where the average family has 
but one car and the most children.” 

G. G, Kirkpatrick, Gainesville, 
Florida: “Schools shouldn't be 
more than one mile away. The 
distance to shopping and recrea 
tion aren't too important in a small 
city. 

Jimmie ‘Taylor, Fort Smith, Ar 
kansas: “I believe the ideal site 
should be within six blocks of 
schools, ten blocks of shopping, and 
ten blocks of recreation.” 

Judson Bradway, Detroit: “It 
depends entirely upon the price 
range. If the houses are to sell for 
more than $25,000, purchasers pre 
fer shopping centers and schools to 
be a considerable distance from 
their homes, As the price range 
goes down, the advisability of hav 
ing: them in close proximity in 
creases, Small playgrounds should 
be within one-quarter to one-half 
mile, Recreational centers are in 
the same category with schools and 
shopping centers and their desir 
able proximity depends upon the 
class of homes in the develop 
ment. 


How do you figure the cost 
of developing a tract? 


Pearce: “We figure between $19 
and $22 per front foot, including 
all improvements and cross 
streets 

Balch: ““We add to the cost of 
the land the amounts necessary to 
clear, cut and fill, move the. dirt 
and rocks, rough grade, fine grade 
the streets, and the cost of engi 
neering, surveying, and platting 
In addition to this we add the com 
petitive bids for sewage, water 
mains, underground drainage, 
manholes and covers, precast con 
crete valve chambers, five or six 
imches of crushed rock, and all in 
spections of street grades and sew 
er installations by the city, county, 
and health department. It is no 
longer possible lo guess one-quar 
ter of the cost and multiply by 
four,” 

Gerholz: “We take five cost fac 
tors into consideration: raw land, 
land planning, utilities, structural 
improvements, and financing all 
the manufacturing costs.” 


How do you determine the 
price that can be paid for land? 


Burl Johnson, Tulsa: “We fig 
ure out the cost of utilities and 
site improvements. The total cost 
per lot should not exceed 10% to 
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15% of the value of the residence 
to be placed on the lot.” 

J. C. Taylor. Kansas City, Mis 
sourt: “Can the land be marketed 
over a short period of time or is if 
a project that would normally ex 
tend over a number of years? Does 
the retail price customarily paid 
for similar land in your communi 
ty provide sufficient margin to pay 
the cost of improvements, sale 
cost, carrying charges, and pro 
vide a sufficient margin of profit?” 

W. H. Smythe, Jr.. Memphis 
“Since this problem is almost al 
ways approached from a_ stand 
point of acreage, it sumply become 
a question of cost of raw land per 
unit plus development cost per 
unit totaled and divided into the 
asking price. This, then, can be 
readily compared with the prob 
able appraisal of the finished lot 
unit by such facilities as will sup 
ply the mortgage financing. The 
result is profitable or not.” 


What percent of the selling 
price of a home do you feel a 
lot should cost? 


Jimmie ‘Taylor: “15% to 20% 
Powell: “Except for unusual ci 
cumstances, 20% should be the 
maximum and this should be less 

in the lower priced brackets.” 
Jerry Silverstein. New London. 
Connecticut: “12%. 
Kirkpatrick: “10% for $5,000 
to $10,000 homes. Above 10% for 
$10,000 and up.” 


What percentage do you think 
it adds to the cost if you have to 
provide septic tanks rather than 
city sewage? 

Powell: “It depends on the cost 
of the house. A good septic tank 
system will cost from $300 to $400 
more than the available sewer con 
nection.” 

Jimmie ‘Taylor: “2% 

Silverstein: “2° 

Kirkpatrick: “In Gainesville 
most subdivisions can be served 
cheaper with septic tanks.” 


What kind of streets have you 
found are most economical and 
work best in your particular 
area? 


Blackfield: “In San Francisco, 
we've found the most economical 
installation to be rolled curbs with 
an integral sidewalk and the pat 
tern of straight and curvilinear 
streets.” 

Pearce: “We have to follow the 
specifications of the particular 
township in which we are develop 
ing. These specs have been in 
creased every vear by virtue of 


thicker base. heavier ~ macadam 
dual sewer. and complete curbs.” 

Gerholz: “Black top with roll 
back curb and gutter.’ 

Susholtz: “T'wenty-seven-foot 
concrete streets with curb and gut 
ter have proved most satisfactory 
with us in Houston.” 

Shattgren: “Concrete streets are 
most economical for us in St. 
Louis. Heavy trucks tear up as 
phalt before the houses are built.” 

Durham: “We find macadam 
with concrete curbs works best.” 

Balch: “In our developments we 
find two to three inches of asphal 
tic macadam over five to six inches 
of crushed rock on a previously im 
pacted sandy-hard surface the best 
type of street for our medium pric 
ed neighborhoods. We put in this 
type of street in our projects of 
$7.000 homes as well as the tracts 
of $15.000 to $20,000 homes.” 


What topography of land do 
you feel is most suitable for a 
subdivision? 


Johnson: “We lke softly roll 
ing ground because we feel that 
we can subdivide it in a more pleas 
ing manner. Most builders, how 
ever, prefer flat ground from a cost 
standpoint.” 

Smith: “Ideal topography is 
where land has a natural grade of 
about 3%. Such land can be econo 
mically developed because of mini 
mum site grading and drainage in 
stallations.” 

Smythe: “If the land is level or 
gently rolling the costs are usually 
lower. However, hilly and rough 
terrains, if skillfully developed 
and properly drained, produce 
building sites of greater interest. 
beauty. and desirability. There 
fore, they are likely to exceed in 
value the flat lands. all other things 
being equal.” 


Do you pay the cost of install- 
ing utility services or does the 
city? 

Robbins The city pays for 
nothing in Kokomo. We put in our 
own sewers, trunk lines and all. 
and the water company wants us 
to pay 75% of the cost of bringing 
water lines to our addition and 
through it. We are. however. con 
sidering putting in our own wate! 
system. The electric power com 
pany and gas company pay for 
their installations.” 

Johnson: “Here in Tulsa the de 
veloper does all site improvement 
with the exception of gas and elec 
tricity. This puts a terrific burden 
on the developer's por ketbook.” 
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Among the many applicants at Ivy Hill Park 
are a large number of home owners, older people 
whose children have left home. The decorators 
knew that they would have their own furniture 
from years back, probably mahogany. So they 


furnished two suites in traditional mahogany 














Space is fully utilized in bedrooms by using dressers 
and chest along the foot wall. A modern, footless 
bed gives added walking space, and built-on night 
tables save space at the head end. Another bedroom 


was furnished for a child to attract the parents 





mountains 
from upper foers, the decorators furnished a four 


Because of the excellent view of the 
room suite in habitant pine. They wanted to create 
cn illusion of country living and chose sturdy, utili- 
Anothe: 


nished in bleached mahogany using a color scheme 





tarian pieces suite, not shown, was fur- 
that matches the autumn foilage that can be seen 
from nearly every window. Still another suite was 


done in contemporary style with limed oak pieces 
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MODEL APARTMENTS 





; ECORATING and furnishing a set of demonstration apart 

ments when the buildings are still under construction can 
make a tremendous difference in bringing in tenants and income 
while the construction money is still rolling out. 

This was proved last fall at Ivy Hill Park Apartments, a 2,090 
unit project of five 14-story buildings. The reinforced concrete 
structures. built and owned by Tishman Realty & Construction 
Company, Inc. of New York, are managed by Alexander Summer 
Company of Newark. Rentals are $73.50 to $107.50 per month 

The project has a good location with an excellent view. Build 
ings only take 99% of the ground area, leaving the balance for 
lawns, playgrounds and parking fields. But these selling points 
could only be talked, not shown. With construction being rushed 
prospective tenants could not picture how the lawns would look, 
nor could they walk up 14 cold flights of stairs to inspect the view 

it was too early to install the new high-speed Otis elevators 

The answer was to finish and furnish a few sample suites, con 
nected early with heat and light. A large New York store assigned 
two top decorators to the job. How they furnished each suite to fit 
both the view and the different types of tenants is described with 
pictures on this page 
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WHEN DO 


YOU CLOSE 


YOUR SALES? 


By EARL B. TECKEMEYER 
Realtor 
Indianapolis, Indiana 





Do your salesmen stew and fret when it comes to closing a sale? 


Many salesmen do. It’s a barrier they can’t hurdle. It isn’t easy, but 


it can be made easier. The author offers some valuable suggestions 


— all based on beginning to close as soon as you open negotiations 


and keeping the contract out to familiarize your prospect with it 


4°ACH of us has something the 

4 matter with him, and if he 
hasn’t then that’s what's wrong 
with him.” The author of this is 
unknown to me but it is a potent 
thought, loaded with exactly what 
thousands of brokers and builders 
who have been riding the crest of 
the boom market need to kear and 
ponder over. Business has been so 
good that, for many, nothing could 
possibly be wrong with them when 
their routine of relatively easy 
transactions begins to fade, Then, 
again, even in a normal market, 
under normal conditions of com- 
petition, pricing, merchandising 
and selling, there are many who 
are supremely confident regarding 
every aspect of skillful operations 
except possibly one or two. 

We all have something wrong, 
some bugaboo, some difficulty hard 
to overcome, some aspect of the 
sales business more difficult for us 
than for others. If you find the 
fellow who thinks he doesn’t have, 
that is what’s wrong with him. 
He’s cocky, arrogant and will 
eventually fail. 

I have often thought that it is 
what we learn after we think we 
know it all that really counts and 
that is exactly what I'm aiming at 
here. With some, for example, it is 
the original introduction to the 
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prospect the difficulty of meet 
ing people for the first time. Or the 
difficulty of finding it possible to 
please both the buyer and seller 
(and be really honest about it) in 
the matter of value and price. With 
some it is the follow-up that 
chokes ’em up. Many men utterly 
detest the dreary business of keep 
ing records, phone numbers, de 
tails about prospects and their 
needs, etc., and calling them back 
a day or so after a showing to see 
what goes. If they don’t “knock 
‘em off” the first time, nuts to em. 
Other men just plain shudder when 
the time comes to take what is pre 
sumed to be a qualified buyer to 
see the properties he has selected 
for them. Has he misjudged what 
the buyer can buy or will like? Is 
an entire afternoon to be wasted? 
Will they raise some questions 
about the construction which he 
cannot answer? 


Closing at the Start 

Finally, there is that one big 
hurdle which is higher than any 
of the others for the greater num 
ber of salesmen in any field. You 
know as well as I do it’s the 
closing—the moment when all that 
has gone before must be gotten 
down on paper and money asked 
for. Whew! There it is, That nasty 
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thought. The mere mention of it 
causes the hand to tremble, the 
voice to weaken, and the beads of 
prespiration to run down onto the 
paper as the shaking hand offers 
the moist pen to the hesitant cus 
tomer. 

The closing is just plain awful, 
isn’t it? Well, it needn't be. The 
reason it is, in most cases, is that 
it is postponed too long put off 
until the very end, giving the cus 
tomer ample time to build up 
strength and fortify himself with 
every conceivable defense. Just be 
cause the word used for the con 
summation of a_ transaction is 
“closing” doesn’t mean that it has 
to come, always and forever, at 
the very end. Why not start clos 
ing the sale the minute you start 
working on it! That is what is 
really happening in every skill 
fully-handled transaction whether 
you or the customers know it or 
not. Let me explain! 

Some assumptions are neces 
sary. The first is that you have 
sifted out your “lookers” and ac 
tually have a customer on your 
hands. This fellow is qualified to 
buy, needs the property, and can 
afford it. You know enough about 
him hobby, church connection 
or lack of it, employment, size of 
family, desires as to location — to 
enable you to effectively bring 
your knowledge of such things in 
to the conversation as you go 
along. If you haven't done all that, 
if you aren't in possession of 
all such pertinent information, 
chances are you will never get the 
sale closed, first or last. But, if the 
property is right for the buyer, 
everything else being equal, the 
closing can, or rather MUST, be- 
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gin when you start out to show the 
property. 


Getting Out the Contract 

You must devise some way to 
have the buyer see what a proposi- 
tion looks like before he is going 
to be asked to sign it. Long sheets 
of white paper with a lot of fine 
print scare most people. They are 
bewildered and often won't sign 
because they don’t know or un 
derstand what it says. And they 
won't take the time in front of 
you to ponder it, fearing that they 
will display their ignorance or in- 
ability to handle business deals. 

You must find a way to have 
this “thing” in their hands and 
before their eyes long before they 
are asked to sign. You can, for 
example, accidentally find a blank 
one on the car seat as they get in 
and hand it to them saying, “You 
might like to look at this proposi 
tion as we go along. It’s the stand 
ard form of agreement we will 
use when we get going on this. It’s 
simple. Nothing complicated about 
it. Same thing everyone uses in 
house buying.” Then shut up for 
awhile. Let them look it over. They 
will find that it doesn’t burn or 
bite or scratch and is perfectly 
harmless. 

By now you are at the property 
and they are looking. You are al 
lowing them to ask questions (we 
hope). still keeping your mouth 
shut and, when the opportunity 
permits, you are writing some 
thing on the same kind of a paper 
they have been looking at. When 
they notice this, you could say. 
“Tm just filling in some of the de 
tails which go in every proposi- 
tion to save time later on such 
as dates, lot description, street ad 
dress.” Then pocket it and give 
them your undivided attention. 
That paper they are going to be 
asked to sign, fine print and all, 
has been right out there again. 
harmless and silent. but very im 
portant because they know what a 
proposition looks like, have had 
an opportunity to read and feel it, 
and they know something about 
how transactions are started and 
closed. They only learned about 
it 10 minutes ago, but no matter 

it is more than they knew be 
fore, isn’t it? You haven’t had to 
push and shove at all. 


Asking for the Money 

You are getting near the end, 
that fatal moment when, if your 
pre-showing work has been well 
done, your qualified buyer will 
have made his selection and, ought 
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to be ready for the finish. That 
means asking for money. Literally 
hundreds of salesmen at clinics 
have asked the question, “How do 
you ask for money?” The best way 
I know to ask for money is to ASK 
for it. At this late stage why hesi 
tate to ask? If necessary you might 
say. “Ill complete this proposi 
tion while you make out your de 
posit check” or “By accompanying 
this proposition with your deposit 
check we will be able to get a 
prompt and binding answer from 
the seller without delay” or “Please 
make out the check to the com 
pany — not to the owner or to me. 
The amount should be 

A great deal of the success of 
this or any method depends upon 
your ability to judge the customer. 
to properly evaluate what will 
work in his particular case. Most 
customers, especially the younger 
boys getting into it for the first 
time, know so little about the whole 
business, that they are entirely de 
pendent upon your help and hon 
est advice. You are “giving” them 
the benefit of your services, as well 
as selling them a home, and the 
best of it is. from their standpoint, 
the seller is paying for it. Be sure 
they know that. We owe such peo 
ple the best we can give and there 
should be no hesitancy whatever 
in asking for the signature and for 
their money as a deposit 


Getting the Signature 

If you are meeting the customer 
for the first time in your office 
(and IT always make a superhuman 
effort to bring that about I can 
play better on my own field) and 
are asking their name and other 
pertinent facts, why not use a 
proposition blank to make your 
notes on? There is another chance 
for them to see it. It says “PROPO 
SITION” right across the top in 
big letters. Make further notes in 
the blank spaces and linger over 
it long enough for them to see it 
—_ and become familier with 

. Your eventual task is 60°% done 
aia there. They are never going 
to be asked to sign a strange paper. 

Never say, “Sign here.” People 
have shied away from that for 
years. It’s horrible. Why not this 
“Put your name here just as you 
want the deed made out” or “Just 
sign your name as you usually do.’ 


Painting a Picture 
Don’t be gabby, but also don’t 
allow any great interval of silence 
to exist as the signing and check 
writing starts. As the leaning over 
to sign takes place and as the pen 
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is handed around, say something 
like “Last week, Mr. Jones with 
a nice family just the size of yours, 
bought a house almost like this 
through us. It was over on Oak 
Street. They have already moved 
in.” Or “If we can help you with 
utility connections or any work 
you want done, our office will be 
glad to send it’s men for estimates.” 

You see, you are actually paint 
ing a picture. If well done they can 
see themselves in the house even 
at this early stage. Somewhere 
along the line you will have com 
pared the reasons for not buying 
as against the ones in favor. The 
prospect will do it anyway in his 
own mind so you might as well 
do it and thereby control the think 
ing. You ought to be able to do 
it better. 


Using Trial Closings 

One of the real reasons why 
many very small things loom large 
is that too few will take the time 
and patience to pave the way so 
that accepted and well-known 
methods will be effective. We can 
use trial closings all along the way 
in the selling process. By that I 
mean questions such as “Which 
of the two houses do you like the 
best?” or “How soon do you want 
io move?” or “Which neighbor 
hood appeals to you the most?” 
All such questions elicit a more or 
less positive or “yes” type of an 
swer. They are based upon the as 
sumption, made by you, that they 
do like one or the other, that they 
do intend to move, and that they 
do like one of the areas where you 
have taken them. Most buyers do 
not have the mental agility to 
jump back over all of the mental 
“yvesses”’ and say “no” at the end 

Finally, there is simply this to 
be said about the whole business. 
It takes time and study and patient 
effort to make closing easy. It 
really isn’t easy and there is no 
use to make light of it. But it can 
be made easier if we will give it 
as much time and effort and pra¢ 
tice, for example, as we give that 
golf score, or the football pick 
and-win cards on a_ Saturday. 
Know what I mean? 

A buyer who doesn’t kick on the 
price or something else isn’t very 
much interested. He must be in 
terested or he wouldn't kick. Right 
from the start you must evidence 
the fact that you expect to eventu 
ally close the sale, not by magi 
or mind reading, but simply by 
showing your confidence, your 
good nature, and your willingness 


(Please turn to page 35) 
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for BIGGER PROFITS in‘53! 





Learn How National Homes Builders Make 
Up to 5 Times More Profit! Visit Us at the 
Home Builders Show in SPACE 92-93! 


, Y National Homes builders 


earn more money faster, for several important 
reasons. 

Quoting a typical dealer, Don. C. Maxon of 
Barrington, Illinois, who until recently was 
strictly a conventional home builder, Mr. Maxon 
says that “with costs going up all the time we 
were being priced out of business. Too many 
prospective buyers were coming in with only 
$500 to $3000 in their pockets, and we couldn’t 
do anything for them. So we had to find some- 
thing that could be within the means of the 


R. M. Alexander 
Alexander Construction Co. 
Colorado Springs, Colorado 


Average of 50 homes per year from 
1946 to 1951. 

1951: took on National franchise; 
built 11 conventionals, 89 Nationals. 


1952: built over 300 Nationals, 
no conven 


average individual. National Homes seemed to 
be the answer. 

“With labor and administrative costs on a 
National house only about one third what they 
would be for the same size ‘conventional’ home, 
we can take much less gross on each house and 
still come out with the same net. 

“With Nationals we get the same ‘quality 
brand name’ materials in a complete package 
from one single responsible source. We can put 
up a National at a cost savings of 20% or more, 
and erect many more houses a year.” 


what the NATIONAL BUILDERS lave Done, You Can Do! 


Aubrey W. Love 
Charleston, West Virginia 


Before the war: 50 conventionals 
a year. 

1945: took on Nationals, kept 
conventionals; built 75 a year. 
1949: dropped conventionals and 
has averaged 132 National Homes 
per year since. 






NATIONAL HOMES Pre-selling through Advertising ond promo) 
holy itt builder sell lousen oto profit than alll cther producer combi 
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SEE THIS NEW MONTEREY 
IN CHICAGO! 


This newest 1953 N 


erected and ¢ » 
The same “Quality Brand-Name” Materials go into National opposite relies. te 


Homes as are used for the Better Homes Built Conventionally Hilton Hotel 


ational home will be 
‘ly furnished. 
south entrance of the Conrad 
se raped in spection to N SHR 
ants only, all during [ 
famous names as Crosley, Bendix, U. S. Gypsum, Upson, Owens-Corning, Builders Show, Jennary 10am reaps 
Lihby-Owens-Ford, Masonite, Winkler Furnaces, Flintkote. ; «<. Don't nues it! 


Adams & Westlake, Arco, Delfair Lumber, Anderson Wood Work, 


Perma Products and many others. You can readily see why Nationals 


direct], 


Material and equipment suppliers for National Homes include such Registr 


are quality homes—only the best of materials are used throughout. 
They are homes you can well be proud to build! 


FREE! 
“Greatest selling 
tool in the home- 
building field” is 
how experts 
describe Your 
National Home 
Magazine. Latest 
64-page edition just 
off the press. 
Regular price 25¢ 

write for free 
copy or get one at 
our booth 












Realtors found dwellings filthy and congested but struc- 
turally repairable in most cases. The 9,000-plus dwellings 
were reconditioned at an average cost of $750 per unit 






[' was 1945. Six years had passed since the open 
ing of Charlotte, North Carolina’s first) public 
housing project. Yet the conditions of filth and con 
gestion in the city’s negro housing areas were getting 
worse by the year. Regardless of how run-down a 





Six points presented by the Charlotte Real Estate 
Board and the Property Management Association on 
low-cost and sub-standard housing. 

1. The city should establish a “Standard 


minimum requirements, for ¢ harlotte, 
changes as are necessary m the codes 


House” with 
making such 


2. The County of Mecklenburg and the City of Charlotte 
should give close supervision to sub-divisions in order 
to prevent narrow streets and conditions that might 
develop that would hinder the future growth of the 
city. Sub-division maps should have the approval of a 
proper delegated authority before being placed on the 
records 


Playgrounds and recreational facilities with careful 
supervision should be provided in congested slum areas 
We suggest that these playgrounds be purchased in 
such areas and that old housing unfit for “Standard” 
improvements be included where practical in 
purchases 


such 


Social service work is needed in these areas to teach 
the citizens that live in such houses how to live, how to 
take care of a house and keep it clean, how to take care 
of their health, and their children. We suggest that an 
adequate but inexpensive community house be built on 
the plots of ground that are selected for playgrounds 
and that a trained social worker be employed for each 
community house, such a trained worker should be able 
to supervise the playground, keep a small library and 
do social work among the citizens 


The city should take over, light, improve and maintain 
all exisiting streets in these areas 


The city should establish a date as a deadline by which 
time existing housing must be brought up to “Standard” 
of minimum requirements, which “Standard” shall be 
in all respects the same “Standard” that is used for new 
construction insofar as is physically possible 





Charlotte Clears Its Shums 
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house was, someone was living in it. Only those units 
that were destroyed for industrial or commercial ex- 
pansion or by fire were being removed. And nothing 


was being done about it in spite of the contract 
between the city and the housing authority. 

The Charlotte Board of Realtors took action to see 
what could be done. First, they examined a typical 
house in the so-called “slum” areas. It was in terrible 
condition, but the house was of sufficient value to re 
habilitate. Being off the ground with no skirt wall. 
the presence of termites was virtually non-existent. 
The sills and floor joists were, for the most part. 
sound. The studding was good. Few weak rafters were 
found. The weatherboarding, though mostly unpaint 
ed, could be made tight with a few nails and a re- 
placement here and there. 

The inspection reaffirmed the Board’s belief that 
the houses could be rehabilitated for a comparatively 
small amount of money. 

Realizing that housing alone does not make slums. 
the Board worked out a “Six Point Program” to help 
eliminate the slums. Only two of the points had to do 
with housing, The program stressed that rehabilita 
tion was everyone's job property owner, tenant, 
and city. 

Every one of the houses had been constructed with 
a city permit, so the city knew where each of the 
structures was to be built. Yet no steps had been tak 
en, in the majority of cases, to keep the streets in shape 
for passage of fire and sanitary trucks. Street lighting 
had been sadly neglected. The Charlotte Board felt 
that these obligations were the city’s, so they asked 
the city to assume the responsibility. 

Then the Board attempted to show that there was 
such a thing as tenant responsibility. The health laws 
of the city proved that this could be made to work. 

To help enforce rehabilitation and prevent the 
construction of substandard housing, the city needed 
some housing requirements to put into law. The 
Board of Realtors went to work on minimum require 
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No overnight miracle clears slums. It’s a long, te- 





dious job. But the rewards can be fruitful. Char- 
lotte realtors saw the economic disaster in their 
city’s slum areas, so they made inspections, drew 
up requirements, fought for a rehabilitation pro- 
gram, put teeth into the law. As a result, more 
than 9,000 houses have been reconditioned, 900 un- 
repairable dwellings destroyed, 55 miles of streets 


paved in 41/, years — all financed with local funds 


ments for all dwelling units, shown on the opposite 
page. Both the “Six Point. Program” and the “Stand 
ard House” requirements were adopted by the council 
and made into law in 1945. But because of the war. 
rehabilitation had to be postponed. 

In August, 1948, the entire law became operative. 
With the help of strict yet reasonable enforcement. 
the reconditioning program went into full swing. 
Fifty-five miles of streets were paved, street lighting 


systems were installed. 1.500 families were relocated. C. 


As a result, in 444 years more than 9,000 housing 
units have been reconditioned and brought up to 
standard and some 900 units destroyed. This has been 
done at an average cost of $750 per unit or an ap 
proximate total of $6,750,000, not one penny of 
which was government money. And in the entire 
program, only 14 cases have been brought to court, 
and then only to police court. 

Has this rehabilitation program had successful re 
sults? The answer is an unqualified “Yes!” The prop D 
erty owners are pleased with their investment be 
cause it has resulted in increased revenues. The ten 
ants are satisfied to pay the additional rent for better 
facilities. The city 1s pleased because the additional 
revenue from building permits has paid for more 
than the cost of the enforcement officer, and the im 
provements to property have resulted in more reve 
nue from higher tax assessments. And Charlotte itself 
has improved its appearance through the efforts of its 
own people with local funds. 








Minimum requirements for all dwelling units within 
the city limits of Charlotte, N. C. 
“Standard House” 


PHYSICALLY STANDARD 


A 


dwelling unit shall be considered standard from 


a physical point of view if the following conditions 
exist 

STATE OF REPAIR 

A dwelling unit fit for use, not in need of major 
repairs or of any alterations to overcome hazards 
to person or health 


EQUIPMENT 


~ 


= 


wr 


6 


. Provision for inside running water 


. Inside private tub or shower 


Inside private water closet; If water closet 
built on porch, it shall be properly protected for 
privacy and from the weather with running 
water and fixtures of non freezing type in 
metropolitan area), and it shall be considered as 
an inside water closet within the meaning of this 
draft 

Equipped for electric lights 

Heating facilities adequate. Adequate heating 
facilities shall be construed to mean arrange 
ments by chimneys or flues sufficient at least to 
offer facilities for heating in rooms commonly 
used as living quarters 


Screening. All outside openings to be screened 


PLANNING AND SPACI 


tr 


Room sizes living room not less than 150 
square feet; first bedroom not less than 100 
square feet, and other bedrooms, if any, not less 
than 70 square feet each 

Light and air All rooms, except bath, shall 
have window area of not less than 1/10 of the 
floor area and said window or windows to be 
opened to not less than 1/20 of the floor area 
Bathrooms shall have outside windows which 
can be opened for light and air as approved by 
the City of Charlotte Building Code 


RELATION TO ADJOINING STRUCTURES 


A dwelling unit in a structure shall be so relat 
ed to adjoining structures that light or air is 
adequate or that no fire hazard exists. In accord 
ance with existing building regulations in the 
City of Charlotte Building Code 

Approved by the Charlotte Housing Authority 
Approved by the Building Inspector of City of 
Charlotte 

Presented to the City Council on Wednesday 
February 28th. Immediate adoption is asked 
with items to be placed in the proper codes 








STALL FOR SALES 


N inexpensive way of solving the one-bathroom bottleneck in 

the houses you build is to provide a stall shower in a bedroom 
adjoining the bath. This shower is back-to-back with plumbing in 
the bathroom. Stall is equipped with glass door and ceramic tile. 
Outer door blends in with knotty pine paneling to completely con 
ceal the stall. To the right of shower, hidden by paneling, are 
spacious closets, complete with built-in drawers. 


4 
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By GEORGE J. BEGGS 
Norris, Beggs & Simpson 
Portland, Oregon 


T IS time to carefully consider 

the ground floor. | am con 
cerned with the immediate out 
look for store rentals. Demand 
is below normal. Rental reduc 
tions are being sought by tenants. 
Many tenants are experiencing 
decreased gross sales with the ac 
companying reduced rental to the 
landlord. Renewals require adroit 
handling. In short, the ground 
floor is now one of the segments 
of the office building industry 
which needs national attention. 

What lies behind decreased de 
mand for about 10 
years now the retailer has been 
relying on a growing volume of 
business to keep up a livable pro 
fit. But some time ago volume for 
many retailers began to taper off 
while expenses continued to rie. 
This resulted in a higher break 
even point. 

Faced with high fixed charges. 
the merchant is the victim 
of rising costs of labor, advertis 
ing. delivery, transportation, in 
terest, depre lation, and amortiza 
tion. In fact. every category of 
expense has risen, including those 


stores? For 


also 


20 


WHATS HAPPENING TO 
GROUND FLOOR RENTALS? 


Who is being crushed by government controls, high taxes, and 


rising costs — tenant or landlord? Both, says our author. These 


strangling factors have brought about a tenants’ market in ground 


floor rentals, and to survive in our artificially maintained economy, 


it’s time landlord and tenant recognized each others’ problems 


and took group action, a move that would be advantageous to both 


caused by complying with govern 
ment controls, A 10% or 15% 
increase or decrease often means 
the difference between an annual 
profit or loss. 

Different types of business have 
traditionally enjoyed a set mark 
on which has remained stationary 
or has actually been reduced. 
There has not been any change 
except downward for over 20 
years, but think what has hap 
pened to labor cost and efficiency 
as only one item in increased cost 
over this period of time, The 
American public has been edu 
cated to have confidence in brand 
merchandise and, accordingly, the 
mark-on available to a merchant 
is frequently at the discretion of 
the manufacturer. 

These factors confronting the 
merchant. combined with high 
taxes, have intensified and brought 
out into bold relief the trend o! 
slow strangulation of retail net 
profits with its consequent reper 
cussion on the landlord. Obviously. 
under these circumstances — the 
ability of the merchant to allocate 
as high a percentage of his sales 
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for rent as formerly has been 


seriously impaired 


Who Controls Renting? 

The actual renting building 
managers are capable of doing 1s 
not entirely under their control 
The properties we represent are 
subject to the ebb and flow. of 
great forces working in our society 
The blunt fact that we are in a 
tenant’s market at this time stems 
in no small degree, in my judg 
ment, from the fact that we live 
today in an artificially maintained 
economy. Furthermore. centra | 
business districts, where our in 
vestments are located, are experi 
encing a post-war adjustment of 
their own 

The ownership and manage 
ment of property mus! 
work out its current policies for 
profitable ground floor occupancy 
under conditions where perhaps 
the importance of the intangible 
forces at work outweigh the tan 
gible. People make values. People 


, 
business 


Digested from a speech given at the Chica 
Convention of the National Association of 
Building Ouners and Manage 
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customers. Concentrations of 
people make for greater selling 
opportunities and, consequently, 
higher store rentals. The core area 
is the big market place where the 
pedestrian is king. Tenants want 
locations where value is already 
established. Consequently, any 
thing that tends to discourage 
people from using the downtown 
district for shopping is an adverse 
factor in’ establishing property 
values. 


Stop Decentralization 

The downtown business district 
is going through a period of ad 
justment. During the war. with 
gasoline and other rationing. mass 
transportation systems carried re 
cord traffic. Now, in spite of tariff 
increases, many are having a hard 
time making ends meet. Close 
students of urban land values be 
lieve that rapid, clean, modern and 
inexpensive mass transportation is 
the single most necessary adjunct 
to the maintenance of downtown 
values 

Off-street parking comes in for 
more and more municipal discus 
sion as automobile registrations 
soar and the traffic problem be 
comes more acute. One-way traf 
fic. arterial regulation and other 
refinements appear in an effort 
to combat the increasing difficulty 
of ingress and egress to and from 
the business district. During the 
war the customer received scant 
consideration. He is not receiving 
enough now. But the straw in the 
wind says the consumer is begin 
ning to assert his rights 

This brings decentralization in 
to focus. Decentralization is not 
new, but it has gathered momen 
tum. Consumer demand is at the 
root of the establishment of more 
and shopping centers in 
metropolitan areas, These became 
desirable only as population 
growth and congestion made in 
convenient day to day purchases 
downtown. Furthermore, the 
American public seems to like the 
idea of shopping one or two nights 
a week where it can park. 


more 


Merchant Problems 

Let us inquire further into the 
business of our tenants and the 
problems which confront them 
These problems briefly resolve 
themselves into the following 

1. The most me! 
chants appear to be experiencing 
the highest sales volume in their 
history, yet the net profit derived 
from 
than last year. and. in some cases, 


successful 


these operations is lower 
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the lowest for several years 

2. Keener competition is caus 
ing rore demands for working 
capital to be used for advertising. 

= promotion and merchandis 
ing. However, high individual tax 
rates are curtailing the amount 
of venture capital available from 
individual savings, and the great 
er portion of this needed working 
capital must come from the re 
tained earnings of the corporation. 

3. The incentive to increase 
operational efficiency on the part 
of the merchant is curtailed due 
to prohibitive construction costs; 
higher taxes; controlled materials 
and general governmental inter 
vention. 

+t. The general result of the 
above problems is apparent in an 
intensified demand for flexibility 
of operations so as to take advan 
tage of vacillations in the economic 
scene. This demand for flexibility 
is apparent not only in lease nego 
tiations, but in physical require 
ments. 

I have used the term flexibility 
as something which has become 
increasingly important to the ten 
ant as well as to the owner, The 
cost factors confronting the mer 
chant have, as we have seen, re 
sulted in the practical necessity of 
longer term commitments. Increas 
ing costs have had the effect of ex 
tending lease terms. Where ten 
years was once adequate in many 
leases, fifteen. twenty, or twenty 
five years of assured tenure, at 
least by option, is frequently the 
rule today. The necessity for long 
er leases intensifies the need for 
flexibility for the changes which 
can take place in these longer 
periods may otherwise injure 
either the owner or his tenant 


sa 


Property-Owner Problems 


The problems of the merchant 
generally give rise to subsequent 
problems for the property-owner. 
Some of the more pertinent ones 
are as follows: 

1. The decline in the percent 


age rent paying ability of the 
tenant actually means that the 
owner is realizing less and_ less 
of America’s wealth today due to 
the decline in the value of real 
estate. 

2. In the case of chain stores, 
management Is very 
amining the units’ revenue pro 
ducing ability, and, in some cases. 
marginal stores are being closed 

3. There appears to be a decline 
in the dollar value of central busi 
property, due to the long 
necessary to amortize costs, 


closely ex 


hess 


term 
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improvements, coupled with the 
subsequent rise in property taxes 
By the time improvements or costs 
are amortized the purchasing 
power of the dollar has declined 

+t. As in the case of the met 
chant, the owner must also stress 
flexibility in his policies relative 
to the management of his property 


Solutions 

As far as any realistic solution 
of these problems is concerned, 
they depend primarily upon the 
imagination and keen thinking of 
the property owner, Some general 
onsiderations are presented here 

1. There must be a mutual un 
derstanding of each other’s prob 
lems by both the merchant and 
the owner. The merchant must 
depend upon a favorable financial 
picture to attract venture capital 
and the owner is interested in see 
ing that his tenant maintains a 
favorable financial picture inas 
much as this conditions the ten 
ant’s rent paying ability 

2. It appears as if there is ex 
cellent opportunity for the owner 
to restore the tenant’s business in 
centive which has been infringed 
upon by government interference 
Such restoration could be in the 
form of holding out to the ten 
ant favorable features con 
tingent upon specific undertakings 
by him. Opportunities for en 
couraging cooperation are many. 

3. The owner cannot divorce 
himself from a realization of busi 
economics. The tenant, due 
to changing business conditions 
is getting edgy and apprehensive. 
and is going to be attracted to a 
landlord who is cognizant of the 
allied phases of business as they 
apply to the tenant’s business 


lease 


ness 


4. As more or less an elabora 
tion of point 3, it appears as if the 
landlord must acquire the ten 
ant’s confidence in him as a prop 
erty manager. The landlord must 
adopt more unique and well de 
veloped selling techniques. Such 
techniques as brochures, maps, 
statistical data, photographs and 
other evidences of the landlord's 
cognizance of information of spe 
cific interest to the tenant 

To me, one of the most inter 
esting phases of property man 
agement is the opportunity down 
town investments offer for further 
advantageous employment of cap 
ital in what we already 
or in other holdings nearby which, 
if properly developed, will react 
favorably on our holdings 

For lack of risk capital many 


control, 
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developments fall short of the 
effectiveness they could achieve 
with an adequate budget. In the 
case of substantial corporations, 
the obligation of the tenant to pay 
rent gives to the landlord the 
equivalent of bond safety on the 
one hand, and the growth poten 
tialities of common stock on the 
other, Chances are that the rent 
paid under a well negotiated lease 
will result in’ a proportionately 
higher return on invested capital 
than the investor would receive 
percentagewise on either the bonds 
or stock of the same company. 

In your search for tenancies to 
fit a particular picture it might 


be a good idea to interpret the 
business opportunity you have to 
offer the merchant in terms of 
tax or personnel advantages to 
him. Perhaps the best opportuni 
ties for our investment in our own 
properties lie in co-operation with 
the have-nots or with the mer 
chants who have capacity and 
ability and would fit the property. 
but who, through no fault of their 
own in these times, find them 
selves shy the necessary capital for 
expansion. When a department 
head, an assistant manager, a dis 
trict manager, gains know-how he 
is ready to fly with his own wings. 
provided he has the capital. The 


watchful property manager tries 
to keep abreast of personalities 
ceming along in the retail field. 

Well prepared and well pre 
sented, group action tends to open 
a new field of accomplishment for 
us. In my judgment, it would 
help us to rent stores, if we were 
able in association with other in 
terested groups, to eliminate con 
trols for controls’ sake. 

A second field for constructive 
activity lies in associated work for 
the welfare and development of 
our central business districts in 
order to prepare a healthy busi 
ness climate in which to advan 
tageously rent our stores, 





IS THE BLOOM 


YOOD listings are the bread 

BJ basket of our business. You 
can have 50 mediocre non-exclu 
sive listings and 500 buyers and 
no business, or you can have one 
good exclusive listing and one buy 
er and enjoy a good business. 

A seller’s asking price is gener 
ally a rough idea of the amount the 
seller does not expect to get, They 
base their opinion of what they ex 
pect to get on hearsay evidence of 
What some other seller in’ their 
vicinity reputedly obtained for his 
property. 

Because of stubborn pride, no 
seller likes to admit to accepting 
S18.000 for his property when it 
has been advertised at $20,000. I 
have never met a seller who didn’t 
think his property was worth more 
than you could sell it for. 

Remember this the average 
seller has called you in to discuss 
selling his property for him be 
cause he has already found out he 
cannot sell the property himself 
at the price he 1s asking, or be 
cause some other broker without 
intestinal fortitude has been trying 
to get for the seller a price set by 
the seller and not by the broker. 

The only good approach to set 
ting a market value on homes is 
by comparison. The seller uses 
comparison but his comparison is 
based on misinformation. You who 
are in the business are better able 
than the seller to set a market 
value by comparison because you 
compare properties every day, 
week after week, month after 
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OFF THE BOOM? 


By DONALD F. MOORE 
Realtor 


Chicago 


If you practice the technique of listing in a straightforward manner 


and give sellers an honest approach to the pricing of homes at a 


marketable figure, you'll stay in business come boom or depression 


month, year after year. 

Listing work is a matter of ne 
gotiation. The broker owes it to 
the seller to get the best market 
price he can, but the broker also 
owes it to himself to get the prop 
erty at a merchantable price. Sell 
ers with a real reason to sell ap 
preciate the truth. They resent 
high pressure methods. The im 
portant thing is to earn the respect 
of the seller, whether you get the 
exclusive or not, The average sell 
er with a real reason for selling 
will listen to a well-presented and 
factual argument as to the right 
market value of his home. 

I often hear salesmen argue that 
it is better to take a property at the 
owner's price so that another brok 
er would not get the exclusive. 
They then follow a_ do-nothing 
policy. There is nothing so tragic 
ally harmful to our business than 
that kind of broker. 

Now don’t misunderstand me - 
we all make mistakes in judg 
ment. We believe, in our small of 
fice, in getting an exclnsive at the 
first interview at the best possible 
price but not at an obviously im 
possible price. You can, if you will. 
set up safeguards against mistakes 
in judgment. If you will require 
inspection of all market value, you 
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have one safeguard. If you will ob 
tain FHA and building and loan 
association preliminary commit 
ments for loans on all exclusives, 
you have another safeguard. In 
Chicago. the yardstick is that loan 
commitments run an average of 
two-thirds of the sale price. 

If your exclusive price is higher 
than 5% of the average of your 
salesmen’s opinions, or is higher 
than 5% of the sales price as es- 
tablished by the two-thirds rule of 
your loan commitments, then you 
have a poor listing. If the seller 
will not adjust his selling price to 
this yardstick, you had better re 
turn the exclusive. If you don’t 
you will end up with a healthy ad 
vertising bill, wasted salesman 
time, and a seller who will inform 
his neighbors about your inability 
to sell his home. 

The bloom is off the boom and 
the men are being separated from 
the boys in the business of selling 
real estate today ° 

If you practice the technique of 
listing in a straight-forward man 
ner and give sellers what they are 
crying for an honest approach 
to the pricing of homes at a mar 
ketable figure you are going to 
he in this business of selling real 
estate come boom or depression. 
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shows crowds that 
Ruskin 
Heights opening. A large park- 


Aerial view 


turned out for the 
ing area was provided and five 
demonstration houses were kept 
open. An exhibition “hall” in 
the background displayed prod- 


‘ucts and all the equipment used 


By JACK STARK 


EFFICIENCY 
sells 600 houses in 40 days 


They built five demonstration houses and a glass-front building to 


exhibit materials and equipment. They hired salesmen on a straight 


commission basis for faster sales, provided a system to protect rights 


to prospects. They set up sales areas in driveways and garages. Work- 


ing 12 hours a day, seven days a week, they sold 600 houses in 40 days 


JOVEL sales techniques work 
ed out by the Stanley Cow 
herd Company, co-broker with W. 
L. Brady Investments, Inc., at 
Kansas City, Missouri in selling 
mass-produced homes have been 
highly successful to realtor and 
builder alike in a project where 
the “not wanted” sign is out for 
salaried, counter-type, order-tak 
ing salesmen. 

“We believe in competition, 
even on a reduced commission, 
high-volume project such as Rus 
kin Heights which we took over 
saleswise last July.” Stan Cowherd 
says. 

Ruskin Heights is a 2.400 unit. 
1.757 single family housing pro 
ject with high sales appeal and 
low cost. It is southeast of Kansas 
City, Missouri, approximately 15 
miles from downtown, which 
places the 630-acre development 
in the suburbs just a stone’s throw 
from a famous corner landmark 
farm, “Truman’s Corners” where 
the President's old family home 
still stands, 

Several aspects of the operation 
intrigued Kansas Citians from the 
time the project was conceived. 
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One was how the builder was go 
ing to construct modern appeal 

ing. five-room and six-room basic 
plan homes for $9,500 and $9,999 
in 1952, and include General Ele« 

tric air-wall heating, refrigerator 
and washer in the same cost. The 
other was how a real estate firm 
would fare in handling exclusive 
from. scratch first time 
such a large scale operation has 
been attempted in the Kansas City 
area 

How has it worked? 


sales 


“We're very happy with our 
sales and the calibre of men as 
signed to the selling job.’ says 


Bill Praver of Praver & Sons. New 
York City, which is developing the 
“They have a lot of savvy 
public relations, and tech 
niques that are needed to bring a 
sales project to a satisfactory con 
clusion.” 

Furthermore, young Bill Praves 
who flew with the ATC in the 
war. says: “We felt that in hiring 
a local sales firm instead of setting 
it up ourselves as we do back East. 
that Missourians could better sell 
Missourians they were 
more familiar with the country and 


site. 


sales 


because 
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had the same backgrounds 
“Another reason that prompted 
us was that we could do away with 
hiring our own sales manager, and 
every step we eliminate lowers the 
and that’s the 
homes.” he 


cost of the house 
way we built these 
concludes 

Stanley Cowherd, energetic 
black-haired, stocky president of 
the realty firm bearing his name, 
had a problem right at the out 
set. His firm’s sales staff numbered 
fourteen women and two men 
when he first approached the Pray 
ers for an exclusive sales contract 
for Ruskin Heights. After 
hearings before them he was told 
that the firm would only consider 


several 


using male salesmen, 

“At the time, I couldn’t see it,” 
claims Stan Cowherd. “But. today 
I know why. It’s too much of a 
grind for a woman, far out from 
town, on her feet long hours and 
handling big crowds.” 

With only two men, Cowherd 
and his sales director. Kenneth ¢ 
Schell, set out to this 
obstacle. They took one man from 
their own staff and approached 
other real estate brokers for four 
more. The brokers were coopera 
tive on 


overcome 


‘loaning out” men who 
wanted to go into this new field 
Some will eventually return to 
their companies when the 
job is completed. Others may stay 
with Cowherd Realty 

In 40 days the company 
600 homes and the 


sales 


sold 


some sales 


(Please turn to page 41) 
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Modernization Boosts 


JHETHER to modernize a 
run-down property is a ques 

lion that must be weighed care 
fully. You must decide if the build 
ing is structurally sound, and you 
must know the neighborhood well 
enough to judge if modernization 
would pay. Then you must have 
enough know-how to plan and su 
pervise every detail of the job as 
well as select materials and equip 
ment with an eye to the best, most 
economical service 

Stanley J. Olstyn. realty invest 
ment agent in Cleveland and bitter 
opponent to public housing, ap 
plies this formula with a venge 
ance. He just completed the mod 
ernization of a 45-year old resi 
dential-commercial building in the 
heart of Cleveland’s old, deterior 
ating central area. And he did it at 
that is only one-third the 
cost of a comparable new building 

Kverything in and about Ol 
styn’s remodeled apartment house 
is completely new, except for the 
outside walls. foundation, and base 
flooring 

Before modernization there were 
13 antiquated suites renting at $30 
a month. Today, there are 19 mod 
ern suites renting for an average 
of S9O a month. (Without rent 
control, Olstyn estimates the suites 
previously would have rented for 
about $45 rather than $30.) 

The new are roomier. 
more livable than the old 


a cost 


suites 
Space 
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Gross Income 3402 


Structurally, the building was sound. Backed by 20 years of rehabili- 


tation experience, Olstyn knew that modernization would pay. He 


consulted an architect for structural changes, then supervised the 12- 


man construction crew and selected all the materials himself — 


from appliances to the new type of electric wall panel heating system 


was gained by eliminating dining 
rooms, substituting kitchen-dining 
areas, and by intelligent floor de 
sign. The new suites have one and 
two bedrooms and two to four 
closets whereas the old ones had 
three and four bedrooms, a dining 
room and no closets, 

The modernization was decided 
on because the building was solid 
ly built and = structurally sound 
The first’ or floor has 17” 
walls and 2x14” joists, for exam 
ple. The top floor has 9” walls and 
2x12” joists. 

The entire job took one vear to 
complete, having been started No 
vember 1, 1951 after a year of 
planning. Working out his plans 
with architect Richard Hawley 
Cutting & Associates. Olstyn gave 
all old tenants six months to move. 

Olstyn himself did all the con 
tracting and supervision of the job 
Augmenting his regular mainte 
nance he had 12 men on 
the job at the peak. This included 
three carpenters, two plumbers, an 
electrician and three laborer 

First new tenants began moving 
in about November 1. 1952. These 
were the first modern apartment 
in the area for many They 
were quickly rented. in spite of 
rents that were two to three times 
rents for comparable space in near 
by buildings 

The new three- and four-room 
suites offer a striking contrast to 


store 


crews, 


years 
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the old ones. They feature a mod 
ern kitchen with large dining area. 
cabinets and sink, and 
Electric ranges. Bath 


( rosley 
General 


Stanley J. Olstyn points out size of cable 
needed for the 180-kilowatt load. Circuit 
breakers and individual meters are pro 
vided for each unit. Electrical capacity is 
200% greater than the present peak load 
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me 


ABS A pa NE eli 


rooms have all new American 
Standard equipment, Kitchen and 
bathroom floors are tiled 

very bit of plumbing is new, 
including the stacks. Copper hot 
water lines were installed. The 
old sewer system in the basement 
was dug up and replaced. General 
Electric washers and dryers are 
provided in the laundry rooms on 
both floors. There is a gas-fired 
incinerator, burning 24 hours a 
day. with a chute on each floor. 

But it is in the electrical work 
that Olstyn has taken the most 
pains. A 180-kilowatt load is pro 
vided for. There are extra circuits 
for every suite, with wiring pro 
vided for 20% more than over 
load requirements. This is to take 
care of “any future gadgets that 
will use current.” 

Electric heat is used the first 
installation in Cleveland. Electric 
glass wall panels. individually 
controlled. are in every room ex 
cept kitchen and bathroom. There 
Thermolite fixtures are used 
with the heating element sur 
rounding the ceiling light fixture. 
A Brownie master television an 
tenna is wired into each suite, as 
are concealed telephone lines 
Every room has three or four base 
outlets, And in the basement is the 
huge electric control beard panel 
which distributes all the electri 
city. No fuses are used, only Cut 
ler-Hammer circuit breakers. All 
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Kitchens, large 


suites are individually metered. 

The work was done, according 
to Olstyn. so that “when my grand 
son gets it. he'll say the old man 
built a helluva building.” And he 
points out. it was done for invest 
ment and not for sale. Because of 
the possible return and the lack of 
“headaches.” Olstyn is convinced 
his “almost new” building is a 
much better investment than buy 
ing an old building. He plans to 
wash its face next spring. (A new 
roof has been put on.) 

The job took longer than the 10 
months originally estimated and 
cost 25%, more. This was partly 
hecause of building code require 
ments not counted on, but mostly 
because the enthusiastic Olstyn 
kept enhancing his plans. Every 
where the best was used. As he 
says. “I didn’t want to save money 
on cheap supplies and equipment 
I don’t believe in it. The best is 
not too good for apartment use be 
cause it is the cheapest in the long 
run, Apartment equipment gets 
hard use and must stand up to 
minimize maintenance andre 
placement costs.” 

Now that “the best” has been 
used, Olstyn faces complaints from 
his wife who says that much of 
the equipment at 7027 Central 
Avenue is better than that in their 
own luxurious suburban apart 
ment. 

How did 6? year old Olstyn get 
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Typical living room in the 1%suite, three-story building is 
heated by clectrically-operated wall panels controlled by a 
wall switch. All walls are painted. Flush doors are used 


enough for dining space, are completely 


equipped with new steel cabinets and sink, refrigerator, range 
Automatic laundries are provided, Incinerator is included 





started in this activity? In the 
depths of the depression, after 
vice-presidenting a trust company 
which closed its doors in 1933, he 
heard bankers and realtors say no 
body could make any money in 
Cleveland’s central area 

“Right then, I decided the busi 
ness nobody else wanted, [ want 
ed.’ Olstyn says 

He began buying property in 
this area in 1934. and three years 
ago had 350 suites plus consider 
able commercial property. Since 
then he has sold his outlying suite 
to concentrate his investments 





Stanley Olstyn is convinced 
that rehabilitation is a firm an 
swer to public housing. He is 
also convinced that moderniza 
tion of this kind pays off for the 
property owner. “We feel that 
it pays a better return than any 
other investment we could make 
with the same money,” he says. 
‘That is why we have done a 
better and bigger job on each 
building as we keep going along 
| feel strongly that if more 
property owners would do as 
we have done, they would not 
only have practically new 
buildings that are a good invest 
ment, but they would stop the 
spread of slums that hurt us 


all.” 

















eIN NEW YORK 


Cooperative promotion helps sell three-bedroom, two-bath homes in Todd Estates 


Homes Our Readers 
Are Building 


Green Bay builder finds buyers receptive of all-brick construction, slab floors, perimeter heating 


eIN WISCONSIN 








és k COSTER Homes Mean Brick Homes.” That’s the slogan used by Real 

Estate Builder Fred Jansen of the De Coster Construction Company in 
promoting the sale of a subdivision of 31 all-brick homes with full basements 
and another project of 42 all-brick homes featuring slab floors and perimetet 
heat 

Jansen is a great believer in open houses, and finds them highly successful. 
“When new type construction is used like perimeter heating in our slab-floor 
hasementless house. you must get the people in and show them how every 
thing works.” Jansen says 

In the company’s 42-home project, Jansen had one of the four-bedroom 
homes completely furnished from water softener to sewing machine. and 
people turned out in such large numbers that the sales staff could not take 
care of them all. To point up quality of construction. careful selection of 
materials, and desirability of own ng a De Coster home, the sales staff handed 
out a description of the homes printed on the firm’s letterhead. It described 
such features as the perimeter heating system using a Mueller Climatrol 
furnace, fireproof concrete floors covered with asphalt tile. Johns-Manville 
asphalt roof and rock wool insulation. G. EF. silent mercury switches, Lightolier 
fixtures. Kohler plumbing fixtures. Rheem hot water heaters, Kuebler flush 
doors. Armstrong Temlock sheathing, Fiberglas slab imsulation, plastic tile 
baths. copper water piping. 

De Coster’s two bedroom model with attached garage and concrete drive 
way. as shown here. sells for $12.800. Prices for the three and four bedroom 
models are $13.500 and $14.500 respectively The two bedroom model. 
29x 3515 feet in size, features a convenient room arrangement centered 
around a hallway. The hallway has the return air grill in the floor for the 
loop perimeter systera and a disappearing stairway in the ceiling to the attic. 
Laundry, kitchen, and bathroom are all grouped near a common wall to eco 
nomize on plumbing, A small room just off the hall provides space for the 
furnace, chimney, and broom closet. An entrance hallway is formed by a 
built-in unit having adjustable book shelves below and a grilled panel above 
Bedroom windows are high to give wall space and provide privacy. Closets 
have ventilated. ceiling high. Ratox folding doors. The house is furnished with 
storm sash and screens for all the Kuebler windows. Living room windows 
use Thermopane units. Exterior locksets are Schlage and interior locks, Russ 
win, One room in the larger models is paneled with knotty pine 

De Coster sells many of its homes in advance of construction so that cus 
tomers Can choose brick colors. type of windows. trim. floor covering. and SO 
forth. Each home is sold with a 90-day written guarantee 
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W! ITH 2.500 homes to his cred 
; “Ss Watkins, Long Is- 
builder, and Jack 


planned a 


land a estate 
Richter, his 
project of 250 homes to embrace 
all the practical and luxury re 
quirements of the modern home. 
To accomplish this, they teamed 
up with manufacturers who help 
ed equip and furnish the houses. 
Hotpoint Inc. of Chicago, supplier 
of the all-electric kitchens, desig- 
nated the homes as “Hotpoint 
House of the *50’s” project. 
Designed to appeal to home 


associate. 


the builders, location, design, and 
quality of construction, and value 
per dollar 
Featuring three 
baths. and a 1915-foot. all-electric 
kitchen. the homes also have one 
or two-car garages and an ex 
pandable attic. Another important 
feature is General Electric remote 
control wiring and light condition 
ing. Nationally-known and _ tested 
products are used throughout and 
are played up in the advertising 
to connote quality construction 
The full-basement houses are heat 


bedrooms. two 


products used are National Gyp 
sum Gold Bond insulation, plaste 
materials, and fireproof sheathing 
Weverhauset 
Andersen casement windows. | 
S. Plywood products. American 
Standard plumbing fixtures. Glide 
\ Way Rarape doors 

Electric kitchens and laundries 
contain a double-oven range, auto 
matic dishwasher. food freezer. re 
frigerator, automatic washer, and 
a ventless clothes dryer. all Hot 
point appliances. Sink and vanity 
tops are covered with G, EF. Texto 


Colorite shingles 


seekers who want maximum con- ed by U. §. Radiator boilers and _ lite 

venience and livability. the 2.000- oil burners in conjunction with Having completed the first: se« 
square-foot houses sell for $25.500 — Fedders Quigan convectors. Buried — tion of the builders are 
to $30,000, Lot sizes average 4) outside, the oil storage tanks have now constructing the 

acre. Selling points stressed in pro- 550 gallons capacity. Sunken gar- tion of 40 homes. Construction is 
moting the project are integrity of — bage supplied. Other scheduled for a two-year period 


20 homes 


se ond see 


Cans are 


Old Plantation development in Ft. Lauderdale features 18-hole golf course, one-acre plots 


oe cattle ranch to a community is the conversion taking e@IN FLORIDA 
place west of Ft. Lauderdale on a 280-acre plot, part of a 

10.000-acre tract that was formerly a cattle ranch. Center of 

the 280-home development is an 18-hole golf course and a 

$125,000 club house. 

Koreseeing the city’s westward growth, Fred Peters. owner CAR PORT 
of the ranch, conceived the idea for the development. The land eee 
was flat as a Nebraska prairie and had few trees. He formed the 
Old Plantation Corporation and hired an architectural firm to 
plan a complete community, from homes to the golf course and 
shopping center. To make the site attractive to families in the le-Gnié-@ v-Oni 
upper middle income group. plots were made one acre in size 
to give space for gardens and landscaping. Three artificial lakes 


‘ a Sere Se ee See ] 
were excavated, and the dirt removed was formed into a mound ‘p 
, [ 


a 
BATH 


BEDROOM 
| 11-Onl4-€ 


VYING ROOM a ee 


near the golf course on which to erect the clubhouse. Thousands 
of trees were planted, tnd 

The developers invited Ft. Lauderdale builders to erect houses 
speculatively on the tract, but their plans are subject to the de 
velopers’ approval, Old Plantation Corporation isn’t building 
any of the houses, Rather it is developing and landscaping the 
tract and handling promotion. 

More than half the homes have been completed. They range 
in price from $13,000 to $35,000. Restrictions on houses include 
a minimum of 1.100 square feet of livable floor space and no 
duplication of design within the immediate neighborhood 

Promotion is being done in an orderly way, without haste. In 
addition to advertising in local papers to reach the regular 
winter tourists. the developers advertise in national magazines 
in order to reach retired northerners. Direct mail promotion is 
sent to a mailing list of 15.000 names. To this mailing list goes 
a small newspaper which pictures the activities of Plantation. 
Kor example. a recent issue featured orchid cultivation by a 
retired army colonel who is a Plantation resident 

typical plot is shown here. The rear of the tract abuts on 
one of the three artificial lakes. Residents have developed a 
tractive gardens. which enhances the appearance of the proje« 
The * plan illustrated here, shows the type of open-planned 
houses built in the project. Considerable space is devoted to 
screened patios, porches and windows. 


BEDROOM 


(BEDROOM 106x140 
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TEN WAYS TO QUICKER SALES 


By JACK H. MCINTOSH 
Heinsimer & McIntosh, Realtors 


Chicago, Illinois 


VEILING real estate is like the 
hI game of baseball—-we’re play- 
ing percentages. The more times 
we go to bat, the oftener we'll hit 
the ball. The more listings we 
have, the more sales we're going 
to make. 


Specialize in one price range 

In our office, we use shortcuts 
to help us go to bat more often. 
Kor example, we take our first 
shortcut by specializing in proper- 
ties priced up to $15,000 ty We 
believe it’s our biggest time-saver 
because most buyers and sellers 
are concerned with properties in 
this price bracket. And it’s easier 
to develop ac tivity and rapid turn- 
over with listings that do not vary 
widely in price. 


Follow up owners’ ads 

Of the four popular methods of 
getting listings, we find one to be 
far quicker and easier than the 
others following up owners’ 
“For Sale” ads in the newspapers. 
We have received more listings in 
the shortest length of time by this 
method, It is inexpensive and 
brings immediate results. 

There are enough owners’ ads 
that we can select the neighbor- 
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With selling getting tougher by the minute you can’t afford to 


have your salesmen spin their wheels, says our author. Here are 


10 shortcuts that will help raise your salesmen’s batting averages 


hoods. types of properties, and 
price ranges that we like to handle. 
Each personal call, then, is made 
on an owner who definitely wants 
to sell he’s moving out of town, 
he bought another house or found 
an apartment. 

We try for no more than a 30 
day exclusive. They're easier to 
sign for this short a period. We 
work on them hard and fast and 
try to sell in 30 days. 

Many times we can’t get an ex 
clusive, but since we've made the 
trip to the property, it only takes 
another five minutes to fill out a 
listing. Sure, his price is often too 
high but remember he must 
sell so he'll listen to offers! 
Without an exclusive we know 
some buyers will go around us. 
However, we're glad today we 
have the commissions from those 
that didn’t. 


Report sales of houses to neighbors 
Sending circulars or letters to 
owners is another popular method 
of getting listings, but we seldom 
do it in our office. It's expensive 
and the results are slow in coming. 
However, we have had_ success 
with personal letters that carry a 
definite message of our sales rec 
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ord in the neighborhood. For ex 
ample, we just sold two houses in 
the same block within the same 
month. We sent the following 
short and simple letter to each 
owner in the block: “Dear Mr. and 
\irs. Jones: Last month our office 
sold 7641 Merrill to Mr. and Mrs. 
Paul Smith and 7645 Merrill to 
Dr, and Mrs. Michael Riley. Each 
house sold within 20 days at a 
good all-cash price to both owners. 
May we help you too? Very truly 
yours.” 

Owners were interested to hear 
of these transfers and read the 
letter because it was not a stereo 
typed circular among the other ad 
vertisements in their mail boxes. 
We have since sold three more 
houses in the block! 


Scatter your canvassing 

Punching doorbells is a slow, 
monotonous job which none of us 
like and consequently we don’t do 
it well. We come close to the cate 
gory of a peddler and are put on 
the defensive with owners. 

Sure. after spending four hours 
in a block we will locate an owner 
who will sell if we find him a five- 
room apartment, another who will 
sell if he gets his price, and an- 
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other who will sell next spring 
please come back then. 

Here again, on occasions we 
have used this method. But to 
cover the most ground in the short 
est time, we punch four or five 
scattered doorbells in a block, ask 
ing each well-informed housewife 
if she knows of any houses in the 
neighborhood for sale. Later we 
remember her with a small per 
sonal gift such as a box of station 
ery with her name on it. 

In this way we cover more than 
one block in a half an hour, and 
the housewife doesn’t forget us 
six months hence when the house 
across the street goes on the mar 
ket. 

Now that we have listings. let's 
sell them fast. We like to wait for 
someone to walk in the office look 
ing for exactly what we happen 
to have, but that doesn’t occur 
often enough. We like to sit at the 
telephone calling from our pros 
pect cards, but the live ones from 
a month ago have already bought. 
and the others merely want to go 
riding with the nice real estate 
man. 


Write ads that are more complete 

The percentages are with us 
from classified advertising —- com 
plete ads that give price, down 
payment, monthly payment, loca 
tion of property, and a brief de 
S¢ ription, With this shortcut we're 
not on the phone as often or as 
long because our ads have answer 
ed many of the prospect’s ques 
tions. Naturally. there aren't as 
many calls. but those that do come 
in are made by prospects who are 
looking for exactly what we have 
We enjoy spending time with a 
few specialized prospects rather 
than wasting a great deal of time 
with a large diversified group. It’s 
easier to hit the balls that are com 
ing down the middle of the plate 
rather than swinging at those that 
are high and outside 


Screen prospects 
by advertising on weekdays 
For the same reason, we like 
weekday ads better than Sunday 
ads. Again, there aren't as many 
calls, but it’s a good prospect that 
will follow the weekday 
Nevertheless. to go to bat as 
often as possible. we do advertise 
on Sundays. But we no longer have 
“open house” on Sunday after 


ads. 


noons because the salesman is lim 
iting himself to only one listing 
We stand a better chance by ad 
vertising four or five houses and 
being available for a// of them. We 
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do this by putting the salesman’s 
home phone number in the Sun 
day ads. Most calls come in be 
fore 1 o'clock in the afternoon, a 
time when he otherwise might be 
opening the office for his first call. 
While he is out on appointments 
someone is usually home to take 
his messages 

Using these methods, our aver 
age advertising cost over the last 
five years has been 6.7° 


4 of our 
Kross COMMISSIONS, 


Show house to husband and wife 
at the same hime 


To show houses to as many 
prospects as possible, we use more 
shortcuts. Often, a woman wants 
to see a property before her hus 
band We discourage this 
and try to make the appointment 
when both can see it at the same 
time. We can meet and sell both 
of them at one time, and it saves 
us an extra trip. 


sees it 


Inspect outside of property first 


We have our prospects inspect 
the outside of properties before 
taking them through the inside. 
Those who call us back have elimi 
nated all houses but those that in 
terest them. and we've eliminated 
those who are looking for what 
we don’t have. 


Get all prospects together 
for the same showing 


From each ad we set a conveni 
ent time in the evening say 8 
o'clock to show all prospects 
through a house. It saves us trips. 
but more important a real in 
terest is created when they see 
others looking 100 

Recently. we showed two 
ples through a house at the same 
time. It doesnt happen often 
enough, but right on the spot both 
agreed to buy. So we had one satis 
fied buyer and one disappointed 
and very live prospect. Luckily 
the property was one of a row of 
similar brick duplexes in the same 
block. So the next morning we 
punched four scattered doorbells 
in the block. That afternoon we 
had our listing. and in the evening 
we made a sale to our disappointed 
prospect who bought fast because 
he didn’t want to lose this one too! 
Letters. of course, went out to the 
entire block telling of our two 
sales in two days 


Make your sales on the site 


In selling moderately-priced 
find many prospects 
will buy on the spot. So we do our 


houses. we 
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selling on the sidewalk we show 
Mr. and Mrs. Prospect through the 
house with little conversation, giv 
ing the:n a chance to see the prop 
erty and develop confidence in the 
salesman whom they probably just 
met. Then, out in front. away from 
the owner, we start selling. They 
half listen and half continue to 
look at the outside of the house. If 
they dicker on know 
we're closer to a sale 

With the salesman acting as 
messenger between the buyer on 
the sidewalk and the seller in the 
house. instant decisions are made 
When they agree on price, all end 
up in the house around the dining 
room table. The salesman fills out 
a contract in pen, and we have ou 
sale in stroke as buyer and 
seller sign the document that does 
n't look so complicated after it’s all 
filled out in long hand 

Let that same buyer wait until 
tomorrow to sign a contract and 
all sorts of weaknesses will devel 
op. Since we didn’t have an ex« lu 
sive, the salesman sleeps much bet 
ter that night when the seller is 
signed too! 


pr ice we 


one 


Closing Your Sales 
(Continued trom page 21) 


to be helpful to the point where 
you are accepted and your guid 
ance followed 

It has often been said that worry 
kills far businessmen than 
hard work. That certainly is true 
The reason is that more of them 
worry than really work. One of 
the great troubles in real estate 
and almost all other business of 
today is the ever-increasing 
number of unemployed on the 
pay rolls. Stewing and fretting and 
continually making one’s sales life 
a horror over the business of clos 
maddening. Our closing 
fears may never be entirely over 
come but the OUTWARD EVI 
DENCE of them certainly can if 
we will begin to close as we open 
the negotiations and allow. the 
buyers to familiarize themselves 
with the proposition. We thus eli 
minate the shock of bouncing it on 
them right at the end, when they 
are tense and excited. This, I think 
will do more to smooth out the 
bumps in the closing process than 
any other device I have discovered 

That's the idea you can figure 
out even more and better ways of 
doing it. The main thing is to get 
the closing contract out there right 
from the start and keep it there 
Give ita try! 


more 
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Open Forum For Your Legal Problems 


, 


This column is second in a series by our legal editor discussing 


legal problems of brokerage and building. Your letters are invited 


Dear Mr. Anderson 

This letter is in response to an 
item asking how a seller can pro 
tect himself against the annoyance 
of showing the property to every 
Pom, Dick, and Harry, and from 
liability for commission if the 
buyer procured is an undesirable 
person 

I suggest the condition be re 
ferred to as follows 

“This property is to be shown 
only by appointment, and only 
to prospects whose bona fides, 
financial responsibilities, reputa 
tion and appearance have been 
approved by the seller; and sha!l 
he sold only to such a person.” 

Harry W. Cole 


San Francisco 


I think that the following is an 
improvement the suggestion 
made 

“The property tis to be shown 
only by appointment, and then 
only to prospects approved by the 
seller, acting as a reasonable man. 
and shall be sold onl 
prospect é 

This is far from perfect but is 
as nearly perfect as it can be in 
a few words. “Acting as a reason 
able man” prevents the seller from 
being arbitrary, but it may he 
controversial how a 
man would act 


Or 


lo suc hi a 


Dear Mr. Anderson 

Here is the California ruling on 
the question of which broker i: 
entitled to the Commission when a 


property is listed for sale with 
everal brokers 
“The broker who induces. the 


buyer to sign the sales agreement 
gets the commission, regardless of 
how many other brokers showed 
the same property to the buyer. 
Don't you think that is a simple 
solution? The other brokers may 
not be as good salesmen as the 
one who finally makes the sale 
Sam LaSala 
Rosemead, California 


This would be a “simple” but 
an “unjust” solution of the prob 
lem. If 1 put forth all the skill, 
labor, and effort to make a sale. 
and you stepped in, taking ad 


la) 


reasonable 


vantage of it, and had a contract 
signed and got the commission 1 
would say that there was no God 
in’ Heaven. 


Dear Mr. Anderson 

It seems to me most 
fall down in’ giving 
people buying property by not 
checking legal descriptions. Most 
people buy a house by the street 
number. and they don’t) know 
whether the lot is Lot 4 or 40, 
nor do they even know the addi 
tion. Our office always checks the 
distance to the nearest corner on 
the map. Then we go to the prop 


brokers 


service to 


erty and measure the = distance 
from that corner to the lot line 
and if there is much difference 


or if the buildings are quite close 
to the lot line. we suggest that a 


survey be made 
VMiany buyers do not have a 
survey made and the only way 


their legal description is verified 
is by the agent. The examining 
attorney. of course. has no chance 
to check this description as he 
ordinarily would not be at) the 
property. 

In 30 years of business, I have 
run across three cases; one, where 
an owner of property owned two 
lots and the number given 
a vacant lot next to the one on 
which the house in question was 
located; a second was a metes and 
bounds description and 50. years 


Was 


ago someone made a deed reciting 
that the one went 100° feet 
west where it should have gone 
150 feet. The following deeds had 
heen copied from this one and title 
had been examined, but the error 
was not found until | checked 
the legal description in the way 


side 


stated. ‘This was a case where 
there were three houses on the 
land and the erroneous description 
cut out one of the three houses. 
It was necessary for the attorney 
to have a bill to quiet title in 


order to clarify it. 
Raymond R. Walker 
Rock Island. Ilinois 


This letter speaks for itself. If 
you take it seriously it will save 
your mena pitfall, and don't let 
us hear you comment. “hindsight 


> 
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is better than foresight.” You may 
say don’t cr) spilled mith 
hut you must concede that it ts 
better not to spill it 


over 


Dear Mr. Anderson 

I agree with you that the ques 
tion of surveys is of paramount 
importance, and I believe the sur 
vey should be a part of any real 
estate contract. In most cases this 
is required by mortgage com 
panies, although I have’ noticed 
some cases where a survey was not 
asked for by the lending agency 

Another phase of the problem 
happens to have arisen twice with 
in the past year and that is where 
a survey was obtained and the sur 
veyor made an error. In the last 
instance the survey was made in 
1947 and just this year it was dis 
covered that the foundation. spot 
the survey. was 35 inches 
the side lot line than it 
should have been. violating a vil 
lage ordinance and recorded re 
frictions, 

Do you have an answer to the 
question of privity involved? The 
survey was ordered by 
tion and by the time the error was 
discovered the tithe had changed 
hands twice. In your opinion doe 


ted by 
nearet 


a corpora 


the subsequent owner have any 
right of action against the sur 
veyor? Did present holder have 


a right to rely on the survey in 
acquiring the premises? 
Charles H. Cress 
Lombard. Ihmois 


A surveyor is liable only to the 
man who employs him. The same 
is true of a lawyer. If 1 examine 
an abstract of title for you and 
make a mistake, | am liable to 
you, but not to a subsequent pur 
chaser who relies on my Opinion 
of Title. If 1 draw a will for you 
and negligently omit a legatee, 1 
am not liable to the legatee. 

The reason for this rule is thet 
it would impose too great a liabili 
ty on a person to make him liable 
to everybody along the line. The 
rule does not apply to a certified 
public accountant who makes ua 
statement to show to prospective 
stockholders and others dealing 
with his client 
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* 
witeh tamer 
\ ANY business centers are plagued on Hallow 


een night by soap and chalk marks, broken 
varieties, But 
center merchants of 


windows. vandalism of many not so 
last Hallowe’en with business 
Prairie Village. Kansas. 

The merchants offered prizes to all neighborhood 
school children to decorate their store windows on 
the afternoon preceding the witching hour, and the 
results are shown here 

Under co-operation of the Johnson County Junior 
Chamber of Commerce, the students of Prairie School 
and their teachers took part in the hobgoblin deco 
rations Which were applied with poster-type washable 
paints. Designs were worked out in school weeks in 
advance, The result not one chalk mark or broken 
pane 

Success of the project was so great that it will be 
continued every year. The 35-unit center is managed 
by J. C. Nichols Company of Kansas City, Missouri. 


sidewalk house 


pipe ers Realty Corporation, Peoria, has found 
a miniature house used as a sidewalk sign in front 
of its office to be effective for attracting prospects 
The miniature house has wooden shake shingles 
and regular redwood siding. Iron holders on the sides 
display signs such as: “If it’s large or if it’s small, 
Traders Realty them all.” and “Forsake that 
apartment. The floors and door will never be yours 


sells 





§ THE FOUNDATION 


OF ALL VALUE 





IDEAS” 











That Help Sell | 





Buy a home of your own.” Twelve such signs are 
rotated to avoid monotony, A metal framework above 
the house also displays an eye-catching sign which 


is changed frequently 


marquee-like sign 


| KALTOR Max Millstead of Memphis has found 

a display sign on which copy can be changed to 
be an effective means of listing and selling houses 
The sign, in a modernistic form, has large white 
letters on a dark background giving the name of the 
company and its services. Below this appears a white 
panel which carries changeable copy in six-inch black 
letters. The entire sign is lighted by a neon system 
at night. 


. * 
limousine for tenants 
Saif H. Tavlor & Son. Inc builder 


and mortgage bankers of Kast Orange. New Jet 
sey. supply a unique service to tenant of ther 200 
unit Short Hills garden apartment project in Spring 
field. A 15-passenger limousine take 
from all the commuter trains both morning and eve 
the Short Hills The 
minute drive is provided by the company at no 
charge to the tenants 


realtor 


tenants to and 


ning at railroad station five 








Bonuses Accelerate Sales 


_ essential thing about selling real estate is to 
get a pleasant personal touch into your relation 
ship with the prospect,” says S. T. Ray, co-owner 
of the Alton M. Smith Company, Wichita, Kansas. 
And he points out that doing this requires a special 
effort on the part of salesmen. For this reason the 
Smith company compensates its salesmen on a plan 
calculated to provide incentive. 

Smith salesmen operate on a commission basis 
only. For listing a property as an open or exclusive 
listing, inspecting it, and contacting the owner every 
10 days, 10%, of the gross brokerage fee is paid when 
the property is sold, If it is an exclusive for at least 
30) days, a $10 bonus is paid besides. For both listing 
and selling 55% is paid plus a $10 bonus if it is an 
exclusive listing. 

At Christmastime all personnel, salaried and com 
missioned, receive a bonus of 114% of their annual 
earnings plus an additional 14% for each year of 
service up to five years. A salesman must make at 
least $7,000 to qualify. 

The company also has $50,000 and $75.000 clubs. 
When a member sells $50,000 worth of property in 
a month he gets two tickets for chicken or steak 
dinners at an exclusive restaurant. Whoever sells 
$75.000 worth in a month gets a $25 savings bond. 

Frequent contests are held and prizes given to the 
men who sell the most in a given time. For the first 
quarter of 1952 the prize was two airplane tickets 
with meals and lodging included, for a week-end trip 
to Kansas City, Missouri, or some other place of equal 
distance from Wichita. 

Sales meetings are held every Thursday morning 
Social breakfasts are held once a month. Ray urges 
his men to take a day or two off every week or 10 
days for rest and relaxation, rather than just one long 
vacation in a year. 

The company also uses the “floor day” plan. All 
calls except the ones designated by the caller for 
a specific salesman that come to the office and 
over the telephone in a half day’s time go to one 
salesman. Floor days are every day in the week 
throughout the year. 

The largest percentage of all the « ompany’s listings 
is gained through personal contacts by salesmen. 
Some come from advertising in newspapers, tele 
phone, city, and cross reference directories, college 
year books, and other local mediums. The company’s 
newspaper advertising gets best results. They run 
both display and classified usually what is called 
a two-column block ad. Occasionally, a large ad with 
pictures of the sales staff is run, The firm emphasizes 
the “you” attitude in selling with headlines such as 
“This is Your Business” and “Let Us Help You With 
Your Business.” 

Listings are also obtained by having callers regis 
ter and passing out calling cards when holding open 
house, and by putting up “Sale.” “Sold.” and “Rent” 
cards on listed property. 

Listed property that is priced too high is offered for 
sale but no money is spent to advertise it. Owners are 
kept informed on the company’s efforts to sell their 
property. They are called each time the property is 
shown and told what the prospects said about it. 
Newspaper ads are clipped and mailed to the own 
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Your salesmen may work well on a commission 
basis. But they'll usually produce more if they also 


are striving to win a bonus or a competitive contest 


ers to show them that their properties are being ad 

vertised. If an exclusive is listed and it is found that 
the owner cannot be given proper service the listing 
is retained but the exclusive on it is released in fair 

ness to the owner. All financing and closing of sales 
is done in the office — with the greatest of care as to 
the legal procedure. 

Salesmen attach signs with their own names and 
le lephone numbers on them to the company’s signs 
placed on properties for sale. They use their own 
calling cards and each has a private desk and tele 
phone in the office. A new salesman is given 90 days 
in which to préve whether or not he can sell. If, at 
the end of this period, his sales record doesn’t show 
promise. he is dismissed. A man who does produce 
is given a period of six months for his sales record to 
show that he is bringing in a satisfactory volume of 
business. A shorter period than this is considered not 
sufficient as sales vary in different months, Only full 
time salesmen are hired and the company does not 
advertise for them. When there is a vacancy in the 
force, some man who applies in person at the office 
is hired. 

Salesmen often send flowers. candy. and other gifts 
to buyers when they move into their new homes 
After about 30 days, they must call back to see if the 
buyers like their homes. If a home is not liked, the 
salesman may tactfully offer to sell it and find 
another. 
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than 250 manufacturers have taken exhibit space in 
the Conrad Hilton, convention headquarters, and 
plan to introduce many new and improved products, 
Several shop talk sessions are scheduled, including 
the showing of a scale model house in which various 
trade secrets have been incorporated. 


Cortright Resigns From NAHB Post 


Krank L. Cortright has tendered his resignation as 
executive vice-president of NAHB. Stricken with 
polyneuritis in December, 1951, the 11-year-leader 
of NAHB gave up the post last month on the advice 
of his doctor. Formerly a Philadelphia realtor, Cort 
right helped found NAHB when it was an institute 
of NAREB. Through his guidance, the association 
has flourished. He will continue to work for NAHB in 


an advisory capacity. No successor has been named. 


Will Used Homes Meet Low-Cost Housing Demand? 


Now that the war-bred demand for low-cost hous 
ing has largely been met, John C, Taylor, president 
of Prefabricated Home Manfacturers Institute, says 
a second-hand housing market is coming. He believes 


Nationa Rear Estate AND BurILpING JouRNAL 






























Hotpoint Dishwashers 


Hotpoint of Chicago has announced six new 1953 
dishwasher models with a new type of dispenser that 
automatically injects detergent into two consecutive 
washing cycles. The new machine also has a sepa 
rate upper dish rack that rolls out on ball bearings in 
stainless steel runners, and a gravity drain principle 
that eliminates a number of working parts, which is 
said to reduce possible service adjustments. 





Seeing Double 

Ornas and La Barre of Centerline, Michigan have 
developed a medicine cabinet having a mirror in two 
sections the top section for tall persons and the 
lower section for shorter persons. The two sections 
are joined horizontally at the center of the cabinet 
door. The top section tilts back and the lower section 
tilts forward. The mirror-door slides up and locks in 
place leaving the top shelf inaccessible, thereby pro 
viding a safe place for storing poisons, 





Easy Ice Making 

Servel of Evansville has developed a new line of 
1953 refrigerators having a novel ice maker that 
freezes ice cubes without trays. stores them in a bas 
ket, and replenishes the supply automatically. Other 
features are egg trays, butter conditioner, quick-cold 
shelf, automatic defrosting, dew-action vegetable 
freshener. The new line includes gas and electric 
absorption and electric compression models. 


Versatile Wall Heater 


Six new models of gas-fired wall heaters have been 
developed by the Coleman Company of Wichita. In 








that in the next few years rehabilitated used dwell 
ings can meet the demand for low-cost homes and 
new construction can meet the demand for larger 
dwellings. He suggests that realtors and builders plan 
their construction activities with that in mind. 

Taylor believes FHA and VA procedure in the next 
two or three years will reduce the pressure toward 
getting new homes lower in price sal smaller in size. 
He predicts legislation, mortgage financing, and regu 
lations in general will be changed to permit and en 
courage rehabilitation. 

There are more than six million dwelling units in 
the United States which are considered below the 
minimum standard for living. He says four million of 
them could be made into comfortable, sanitary homes 
without too much cost. If this were done, Taylor says, 
the homes and apartments made available would be 
in many cases larger and better located, and would 
rent or sell at a price far below anything possible in 
new construction. 

“We have been building and selling Chevrolets,” 
says Taylor, “and if my observations are correct, 
we're entering an era where we must also build and 
sell Pontiacs, Buicks, Oldsmobiles, and Cadillacs. 
Such an expansion can only be realized when we 
develop a practical, streamlined program for mer 
chandising used homes.”’ 
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put ratings are 25,000 to 55.000 btu with up to 24 
different combinations made possible by varying 


three new features a three-speed blower, a rear 
register, and a heat economizer to salvage heat from 
the outer surface of the flu 





Multi-Duty Roof Deck Panel 

Celotex Corporation of Chicago has developed a 
new roof deck panel having a core of Celotex cane 
fibre-board surfaced on both sides with cement-as 
bestos sheets. The manufacturers say it provides a 
structural roof deck, thermal insulation, and finished 
ceiling all in a single-thickness material. The Cemesto 
panels may be readily applied over steel or wood 
beam construction 





Fuse News 


E. C. Watkins Company of Detroit has developed 
a new permanent type circuit protector that fits like 
a fuse in any standard Edison base fuseholder deliver 
ing up to 125 volts a-c. It requires no special equip 
ment or wiring when applied to branch or main cir 
cuits of 15, 20, or 30 ampere ratings. Installed like an 
ordinary fuse, service can be restored simply by 
pressing in and releasing its shock-proof reset button 






New Low-Cost Folding Door 

New Castle Products of New Castle, Indiana an 
nounces a low cost folding door which they say meets 
architects’ specifications for strength and rigidity 
The Spacemaster has a steel frame with steel panto 
graph hinges at top and bottom and is covered with a 
fire-resistant, washable, vinyl fabric. Available in 
one neutral color and in three popular sizes, the 
manufacturers believe it can be installed in 10 to 15 
minutes 


Added Comfort 

Carrier Corporation will provide cooling and heat 
ing units to Gunnison Homes, Inc., as optional equip 
ment in all of its 1953 home models, Purchasers may 
elect to include the air conditioning as optional equip 
ment in their mortgage financing. The unit used is 
a less expensive, more compact model developed by 
Carrier for mass-producers of homes 


For the Office 

A new dispenser for double-coated tape has been 
announced by Minnesota Mining and Manufacturing 
Company, St. Paul. Dispenser Model M-71 features 
a roller which automatically strips off the tape’s pro 
tective liner as it is pulled from the roll. It accommo 
dates 36 yard rolls of double-coated tape in widths 
from 14 to 2 inches, and the company px thes the dis 
penser’s dual tape-holding drums can handle two 
kinds of tape simultaneously one double-coated 
and one regular roll. 


New General Electric Dishwasher 

A new dishwasher that cleans dishes hygenically 
and warms them for serving of hot food, too, has been 
announced by the General Electric Company. It 
features a control mechanism that makes it repeat, 
skip, or interrupt any stage in the automatic dish 
washing cycle. Other features include greater capa 
city for tall glasses and large dinner plates, and com 
pletely restyled trim and control panel. 
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By E. H. WELTER, Tax Editor 


TAX ADVANTAGES 


Jivery business has a silent part 
ner in Uncle Sam. Good manage 
ment requires that minimize 
the tax impact just as we would 
try to control the effect of any 
other economic problem confront 
ing us 

Let's examine the effect of our 
present type of organization on the 
laxe Changing the type 
of organization allows a change 
in the accounting period for 
example, changing from a corpora 
tion to a partnership, or from a 
sole proprietorship to a corpora 
lion or wartnership. 

You shouldn't, however, change 
your form of organization unless 
you can gain a tax advantage, But. 
be careful in gaining one tax 
advantage you may lose another 
The tax advantage you may think 
you gain could be overshadowed 
by advantages of your present 
form of organization 

If your business requires that 
you leave a large percentage of 
your profits in the business, and 
if you can justify having this 
requirement over a period of 
years, you may find the corporate 
form of enterprise to be the cheap 
er tax-wise (providing your per 
sonal income is in a high bracket 
as a sole proprietor or a partner). 

If you intend to take all your 
profits out of the business and you 
do not want to be accused of with- 
drawing excessive compensation 
from the profits, use the sole 
proprietorship or the partnership. 

The partnership offers opportu 
nity to allow a change in account 
ing period, A fiscal year can be 
adopted under this form of organi 
zation. 

The partner’s tax year can be 
a calender year and the profits 
from the partnership with which 
he is associated do not become in 


we 


we pay 


toa 


40 


come to him until the close of the 
partnership fiscal year or account 
ing period. EXAMPLE: A. tax 
payer may know in advance that 
his income from outside sources 
not connected with this particular 
business will be very heavy in 
1952 as compared to following 
years. He can plan the new part 
nership with a fiscal year ending 
in 1953 even though a large part 
of the profits of the new partner 
ship will be earned in 1952. The 
profits from the new partnership 
will be reportable by him as an 
individual taxpayer after the close 
of the partnership fiscal year. To 
change the accounting period of 
an old business is an entirely dif 
ferent problem and must be fully 
justified, 

The corporate form protects the 
taxpayer by spreading his income 
over future years 1) if the ac 
cumulated profits are needed im 
the business for working capital. 
and 2) if they can be fully justi 
fied for Section 102 of the Code 
Section 102 taxes accumulations 
made to evade taxes on dividends 
which should be paid to stock 
holders. 

Rather than form a new corpo 
ration when starting a new busi 
ness you may be able to buy an 
old corporation which may have 
an operating loss carry-forward 
opportunity. EXAMPLE: A group 
of business men were about to 
buy machinery and equipment of 
a factory which had been poorly 
managed. By buying the control- 
ling stock instead. they obtained 
a large operating loss carry-for 
ward. This eventually resulted in 
income tax and excess profits tax 
savings large enough to pay for 
the business 

If you plan to sell a going busi- 
ness which has been operated as 
a sole proprietorship or partner 
ship and which inciudes real and 
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personal property, examine the 
facts in NINA F. ENNIS V COM 
VISSIONER, T. C. 17 465. This 
case was mentioned in the Decem 
ber issue of the Journal and has 
since been dismissed from appeal. 
If your capital is tied up in phys 
ical property or equipment, con 
sider selling the property and 
leasing it back. This will provide 
working capital if other factors 
are equally favorable. 

The foregoing comments are im 
portant to all real estate people 
and particularly brokers who sell 
businesses. Such brokers should 
be alert to the tax problems in buy 
ing and selling a business 


SELLING A BUSINESS 

Because of conditions beyond 
the control of the owner and oper 
ator of a business it 1s sometimes 
necessary to sell out in a loss vear, 
The sale price can be for the fixed 
and at than 
book value 

Normally a loss on the sale of 
depreciable assets used in a trade 
or business are fully deductible 
under the optional privilege of 
Section 117 (7) LR.C., but if an 
operating loss occurs In the same 
year as a loss ina sale of the assets 
used in the business, it’s a dif 
ferent storv. 

Under a recent tax court decision 
where a business had a loss from 
operations and sold its fixtures at 
a loss in the year 1948, the tax 
court segregated the income and 
the taxpayer into the 
following groups: 1) Non-operat 
ing income (salary and interest 
from outside sources); 2) Non 
business loss (loss on sale of fixed 
used in the business); 3) 
Loss on operations of the busi 
(excluding loss on sale of 
assets used in business). 

It applied these groups as fol 
lows: 

a) Non-operating 

income (1) 

b) Loss on sale of 

assets (2) ; 9500.00 


assets less cost or 


losses of 


assets 


ness 


§$5.500.00 


c) Unused portion — 

capital loss 
d) Operating loss 

() Baaeeerrrrre 

The operating loss (d) of $3.- 

000.00 is available for carryback. 
and the unused asset loss (capital 
can be carried forward 
into subsequent years. Also, the 
unused assets loss can be applied 
against capital gains, or capital 
gains plus income, to the extent 
of $1.000 for five years if not used 
up sooner, 


$4,000.00 


loss ) ( 
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Ethciency Sells 600 Houses 


Continued from page 29) 


force was off in’ record-breaking 
style! 

What did they learn? Some hard 
facts about mass selling that keep 
men pleased with the work. the 


long hours, and the company 

1) All men were given a com 
plete tour and familiarization of 
the various type homes and the 
subdivision (including a 29-acre 
planned shopping center). They 
learned about GE recessed remote 
control lighting, perimeter heat 
ing. concrete slab construction, ali 
wall heating inside. and a 
glass sliding medicine cabinet 
2) Salesmen took turns 
customers although each 
a competitive 

3) Card system protecting pros 
pects was installed. No splits if 
salesman was off duty and another 
signed up the buyer. 

+) Flat fee 
house sold. 

9) Seven-day work week: 
taggered 

6) Sales area set 
ways (during peaks 
rage remainder of time 

The system worked well and 
there was a4 minimum of misun 
derstandings even though on the 
first two Sundays an 
20.000 persons streamed through 
the “miracle” Praver homes. At 
the time a S100 check could buy 
one of the homes. The receipt and 
contract were signed and handled 
on the job 
ture the Cowherd company has in 
stalled inte the far-out field opera 


large 
with 


Was on 
basis. 


to salesmen pel 
hours 


drive 
and in ga 


up on 


estimated 


another success fea 


tion to relieve its downtown office 
of extra burdens 

Today the garage is equipped 
with lighted colored pictures of 
the various type homes, a_ large 
wall plat with lot squares colored 
red for home purchases, typewrit 
er, sales desk, and stenographer 
The holding fee for homes is now 
$300 and the price has been hiked 
$500 per home since the outset, 
but busimess is still brisk in a 
Kansas City market that is gener 
ally “fair” to 

‘We hope to wind up the sales 
operation within the year.” Cow 
herd states. “By then we'll have 
the answer to a lot of things. but 
to date the operation has been a 
huge have been 
entirely pleased with it.” 

The real estate company 
has its offices near town. 
as a public relations go-between 
for a. New York Praver & Sons 
which was brand new in the Kan 
sas City housing field. Press rela 
tions. photography. and othe 
ably managed by 
the Cowherd company to assist the 
over-all program 

Five salesmen currently are as 
signed to the Ruskin Heights pro 
ject. They work from 9 a.m. to 
9 p.m. daily “although we've sign 
ed them up at 11:30 p.m. many 
nights.” Cowherd remarks. This 
schedule is for a seven-day week 
and the salesmen alternate thei 
days off 

Splits on the flat fee commission 
which is allowed per house are not 
allowed even though a salesman 
is gone from the job and someone 
else signs his prospect up for the 


2 ‘slow < 


success and we 


which 
ac ted also 


services were 


house. The company and the sales 
men agree that this tends to bal 
ance itself out in the long run 
The spirit of competition ts 
strong because of the fixed fee per 
house sold and the opportunity for 
unlimited sales. Prospects are the 
main source of future 
card systems are filed on these 
The salesmen bright vel 
low with then 
names imprinted on them and are 
easily located in the crowd which 


leaves the homes via the garage 


income and 


weal 


colored badges 


From Journal Readers . . . 


“Just can’t do without the 


Jowr 
nal 

MARTIN 
New Jer sey 


Congratulations on your splen 
did publication. We use and put to 
work the many fine articles in your 
Journal. We find that they stimu 
late our salesmen, and are good 
material to back up sales presenta 
tions in the customer's presence 

“With appreciation and best re 
vards - 


VIiCHAEI 
Camden. 


PRESTON COOK! 
Columbus, Ohio 


‘While looking through 
old files last evening. | came acros 
a May. 1948 issue of the Journal 
which I found as interesting as the 
first time I had read it. I alway 
look forward to receiving every 1s 
sue of your publication.” 

W.E 


| ishon. 


Son 


CHISMAN 


North 


doing a magnificent 

Journal.” 
GEeonce | 
Des Moines 


Dakota 


You are 
job with the 
low NI 

lowa 








NATIONAL REAL ESTATE SECTION 








AAA-1 rated Ir. Dept. Store Chain will lease 
or buy 25 to 60 ft. frontage in 90 to 100% area 
in cities 25,000 to 100,000 anywhere. Will also 
lease space in large suburban shopping centers 
East of Miss. River. Brokers’ cooperation invited 
Edw. Mitchell, 276 5th Ave 7. = 


SIGN 


~ BAKED + 30 GAUGE - 14” x ¢ LOTS .44 EA 
1TO9DAY DELIVERY P O. BOX 1022 


eassivaifte 
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__Training FOR___ 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases of 
the business. Send for big FREE CATALOG 

today. No obligation 
WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 
Suite 300 Law Bidg. Kansas City, Mo. 











REALTORS METAL SIGNS Write for Free 
Sample, Illustrated Literature and Prices 
LANCELOT STUDIOS. 100 Seventh Street 
Pittsburgh 22, Pa 


WANTED: Real Estate Brokers to co-operate o1 
development in Florida which will be publicized 
over 101 radio stations, over 40 TY 


HH magazine C,ood commussio 


station ana 


operation we can. will e 
your cit ikso lead 
Hawen Realt WHE Ne 
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. Masonite 

Cardboard | 
Waterproot) 

y amount 


Metal 
Aluminum * 
(Velva-Glo or 
Any size — An 


*METAL STAKES 
*PRINTING 
* WINDOW DISPLAYS 
WRITE US YOUR NEEDS... 
PROMPT SERVICE 


WE SIGN THE NA N 


GdVACTIVE DISPLAY ADV. 
1702 W. 19th S$T., CHICAGO B,ILL 





FIVE-YEAR 
WRITTEN 
GUARANTEE 
furnished with each unit 
No other 
STAIRWAY 


offers so much 


ECISION 


folding attic 
STAIRWAY 


5 exclusive features 


1. Actuated by counterweights. 


2. Operates on roller bearing which 
makes raising and lowering 
practically effortless. 


3. Insulated door panel to prevent 
loss of heat to attic. 


4. Full width safety treads. 


5. Finest grade lumber and 
aluminum alloy construction. 
All parts secured by bolts and 


screws. 


Easy to handle - - Easy to install. 


Shipped in 1 package assembled. | 


Requires no attic space. No adjust- 
ments, no springs. Fits all ceilings 
from 7 feet to 9 feet 9 inches. 
(Runners graduated, all you do is 
measure from finished floor to 
finished ceiling and saw off runners 
at desired height.) Accepted by 
F.H.A. Listed in Sweets. Specified by 
leading architects. Sold by more than 


12,000 dealers in U.S. A. and Canada. 


Contact Precision Jobber for attractive prices. 


PRECISION PARTS CORPORATION 


400 North Ist St. Nashville 7, Tennessee 
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Who's going to fill the HHFA post vacated by Ray Foley? Several 
leaders in the real estate and home building industry are being 
considered for the job. Among those rumored are such well-quali- 
fied people as O. G. (Bill) Powell, Des Moines, realtor-builder, 
and Alan Brockbank, 1952 president of NAHB. Industry members 
also are being thought of for such jobs under the Eisenhower ad- 
ministration as VA administrator, FHA commissioner, PHA com- 
missioner, and chairman of the Home Loan Bank Board. 


Des Moines realtors and builders are being deluged with requests 
from war veterans for help in finding GI loans, The low VA inter 
est rate has cut off loan privileges for 80% of eligible Iowa veter- 
ans. To find help a committee was appointed to confer with lend 
ing agencies, government officials and the veterans themselves. 
Members are Jim Leverett, chairman, O. G. (Bill) Powell, Walter 
Gilbert, L.. J. Rothfus, Harold Kellog, T. R. McNeal. 


Prefabricated homes are getting a bigger share of the new home 
market. A check of the records shows that 1952 was the industry’s 
most successful year so far — 6% of all new homes were prefabri- 
cated. General John J. O’Brien, president of Gunnison Homes, 
Inc., says he hopes the industry will eventually obtain 10% of 
the market. 


The industry has lost a valuable member. J. Raymond Prideaux died 
last month during the New Jersey convention. President of the 
state association in °52 and nationally-known leader, Prideaux 
succumbed to a heart attack while taking a major part in conven 
tion activities. His friends have created the Prideaux Memorial 
Scholarship Foundation in his honor. 


Gifts are taboo these days among government employees. Just 
before Christmas, Maryland’s FHA director sent letters to local 
builder associations reminding them that FHA employees cannot 
accept gifts even at Christmas time from anyone doing business 


with FHA. 


Is slum clearance a synonym for public housing? We doubt it. Teen- 
agers in New York City’s public housing projects are terrorizing 
other residents and damaging property to such an extent that the 
present force of 300 unarmed watchmen is being aided by 139 
uniformed, armed guards, hired by New York’s Housing Authority 
to try to stop the vandalism. Not much of a recommendation for 
public housing 


A recent survey by Chrysler Air-Temp shows that residential air 
conditioning may soon be as common as the kitchen sink. Of the 
23 large-scale real estate builders spot-checked in the survey, 17 
say they are including air conditioning in their new homes this 
year. Average prices of these homes will range from $12,000 
to $23,000. 


Although the rate of home building in the past five years has been 
termed a housing boom, a prominent business analyst says we're 
on the verge of a bigger housing expansion. Dr. Arthur R. Upgren, 
professor of economics at the University of Minnesota, believes 
people's attitudes toward home buying will change and says pre 
fabs will be the clincher that will bring this about. 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@BOSTON. MASS 
Henry W Palmer 
51 Adams St 
Milton 87, Mass 


@DENVER COLO 
Garrett-Bromfield & 


0 
Security Bldg 


e@!RESNO, CALI 
Ream Reality 
Blackstone & Shaw 
Avenues 


@FORT LAUDER 
DALE, FLA 


Jack Higginbotham 


Realtor 
601 FB. Las Olas Blvd 


elHAMMOND, IND 


(. L. Baldwin 
6721 Calumet Ave 


@NEW YORK, N-Y 
Fass & Wolper, Inc 
7 East 42nd St 
Main Street Proper 
ties Anywhere in 
the US.A 


@WICHITA FALLS 
TEX. 


Ray Keith Realty 


o 
P.O. Box 2195 


FOR EXPERT 


APPRAISAL SERVICE 


@BUFFALO, N.Y 
Walling, Stevens & 


Strong 
194 Main St 


eCOLUMBUS, OHIO 
om P. Zinn & 


“a 
37 North Third St 


@ EAST ORANG! 
N.J 


Godfrey F. Preiser 
M.A.1 S.R.A 
1 N. Harrison St 


@ MINNEAPOLIS 
MINN 


Norman L. Newhall 
M 


519 Marquette Ave 


@ NASHVILLE, 
TENN 


Biscoe Griffith C« 
—Since 1914 

214 Union St 

Tenn.—Ky Ala 


e@ NEWARK, N.J 


Harry 4 Stevens 
M.A 
478 Central Ave 


@NEWARK, NJ 
Van Ness Corp 
Hi. W. Van Ness, 

President 
24 Commerce St 


e@eNEW YORK, N.Y 


Scientific Appraisal 
Corp 

7? East 42nd St 

$200.1100 values and 
up only 


@ePHILADELPHIA, 
PA 


Richard J. Seltzer, 
M.A.1 


1422 Chestnut St 


est. LOUIS, MO 
Otto J. Dickmann, 
\ 


A 
1861 Railway Ex 
change Bide 


e@ LOLEDO, OHIO 
Howard W. Etchen 
M.A.I 


Fichen-Lutz Co 


FOR IDEAL 
STORE LOCATIONS 


@ALLENTOWN, PA 
The Jarrett O 
Organization H. F. Bradburn 
842 Hamilton St Fidelity Bldg 
“Specializing 
Eastern Penn 


eOKLAHOMACITY, 
LA 


@AUGUSTA, GA OK 

Sherman-Hemstieet 
Realty Co 
801 Broad St 


fom Pointer Co 


{4 Local Bldg 


@eBALTIMORE, MD 
B. Howard Richards Den 8. Newburs 


ne 
| Ss P apple 
Morris Bldg py any Pineappl 


@SARASOTA, FLA 


eCOLUMBUS, OHIO 


William P. Zinn & eSCHENECTADY 


NY 
R. ©. Blase 
HI9-511 State St 


el 
$7 North Third St 


@KANSAS CIILY 
a e LOLEDO, OHIO 


Moseley & Company 
Ihe Al E. Reuben 


Retail, Wholesale 
Industrial 

Suite 1111, Insur 
ance Exch. Bide 


Co 
617-20 Madison Ave 


@WASHINGTON 
@NEW ORLEANS, D« 
LA 


Shannon & Luchs 
Leo Fellman & Co 
829 Union * 


Co 
1905 HSt., NW 


FOR FARMS 
AND RANCHES 


@LOS ANGELES 
CALI 


California-Nevada 


@BRADENTON, 
FLA. 


Walter S. Hardin 
Realty Co 

26 years experience 

Hardin Bidg., 402 
12th St 


412 W. 6th St 


@eOKLAHOMACITY 
OKLA 


Patterson Realty Co 
202 Hales Bide 


FOR LAND PLANNING 


@WILMETTE, ILI 
Myron H. West 


916 Greenleaf Ave 


@eQOKLAHOMACITY, 
LA 


FOR PROPERTY 
MANAGEMENT 


eCOLUMBUS OHIO 
William P. Zinn & 


@DENVER, COLO 
Garrett-Bromfield & 


Co lao 
North Third St Security Bide 


@ LOPEKA, KAN 
Greenwood Agency 
108 Fast Seventh St 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALBANY, N.Y 


Picotte Realty, lax 
120 Washington Ave 


@OKLAHOMACITIY 
OKLAHOMA 


Tom Pointer Co 


14 Local Bide 


@ALLENTOWN, PA 
The Jarrett eS). LOUIS, MO 
Organization 
842 Hamilton St 
. ializing 
astern Penn 


Onto J. Dickmann 
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N61 Railway 
Fachange ide 


eCOLUMBUS, OWLG 


@esScCHENECLADY 
William P. Zinn & N.Y 


KR. ©. Blase 


Co 
47 North Third St O51 State Se 


@CONNECTICUT 
AND VICINITY 
Nathan Herrup, bn: 
61 Allyn St 
Hartford 


@lLOKONITO 
CANADA 
Shortill & Hodukins 
Limited 
2781 Yonge St 


eINGLEWOOD 
CALII 
Emerson W. Dawson ht ta A FALLS 
P.O. Box 555 rE 
Ray Keith Realty 


P.O. Bow 2195 
@KANSAS CILY 
MO. 


Moseley & Company 

Retail, Wholesale @MEMPHIS, TENN 
Industrial | an 

Suite 1111, Insur 
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Rates for Advertising 


In the “Consult These Specialists” 
Department Per 
Issue 
2 lines 12 issues $3.00 
2 lines 6 weues $3.00 
2 lines less than 6 issues 400 
Additional lines, 0 cents per issue 


No charge for city and state lines 























... designed by Henry Hill* 
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Y Gunnison Homes, Inc. takes pride in introducing its new “Talisman” 
. a home that will excite you at first glance ... with its wide, over- 
LOOK AT THESE FEATURES: hanging eaves and its striking window treatment. 
Buyers will be enthusiastic over the large rooms and the convenient 
traffic pattern. They'll be pleased with the three functionally-divided 
utility areas and the ample closet space. 


Standard features: 


@ American kitchens 
@ Perimeter heating with gas or oil-fired furnace 


For ‘year-round comfort the “Talisman” is in a class by itself. It 
e Sliding closet doors 


ep calles features perimeter heating with gas or oil-fired furnace. And summer ait 
ermaglas water heater : : 
= conditioning ... probably the most-wanted feature of all... is optional 
® Wood paneled interiors . 
The new Gunnison “Talisman” fas everything .. . it’s the greatest 


Optional features: news in the field of home construction. 

e@ Carrier air conditioning See it for yourself, completely furnished, at the 1953 convention of 

@ Hotpoint all-electric kitchens the National Association of Home Builders in Chicago, Ill., January 18 

@ Hotpoint all-electric laundries to 22. Invitations to visit the “Talisman” home will be available at 
Gunnison Homes Booth No. 17, in Exhibition Hall. Admission to the 

* Seeking the finest architectural design, Gun- home will be by invitation only. 


nison commissioned the nationally-famous resi- 
dential architect, Henry Hill of San Francisco. GUNNISON HOMES, INC., NEW ALBANY, IND. 


The new “Talisman” is his achievement. 


== @® (ru nnison Hom CS 


SUBSIDIARY OF J NITED STATES S TE EL corporation 





